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ACT NOW! 


Take Advantage of Our 








Birch 


muses Plywood 


GUARANTEED QUALITY—proven 
by hundreds of discriminating users 


BIRCH STOCK PANELS 


Grades A-A, A-1, A-2, A-3, 1-1, 1-2, 1-3, 2-2, 2-3, 3-3. 
All thicknesses: Ye” to %’. 
your sizes upon request. 


BIRCH DOOR PANELS 


Grades available: 1-3, 2-3, 3-3, in Ye” and %6”" thick- 
nesses. All panels are 3-ply construction. 





Complete stock sizes or 





Phenolic, Urea, Melomine and 10 Cycle Glue. All hot 
press glues, on door panels and stock panels. All birch 
plywood meets standard CS 35-47 Bureau of Standards 
specifications. 


BIRCH LUMBER 


All standard grades and thicknesses. Kiln dried and 
air dried. Each car carries NHLA Certificate of Inspec- 


WIRE 


PHONE 
WRITE— 
today for NEW LOW PRICES! 
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Power-Packed Ads “7,74 


Take a good look at the eye-catching, hard- 

selling ad illustrated here. It’s the first of a 

whole series of smashing Celotex adver- 
tisements aimed at booming business for you by stim- 
ulating the building of more homes! And all through 
1950 these powerful ads will be reaching and influenc- 
ing millions of readers in THE SATURDAY EVENING POST, 
BETTER HOMES AND GARDENS, SUNSET, PATHFINDER and 
other great consumer magazines. 

Each ad will highlight the bonus-benefits of using 
Celotex Double-Waterproofed Insulating Sheathing in 
the walls when building a home. Each ad will spotlight 
you as the man to see for helpful advice and all mate- 


rials. It’s bound to add up to better sales if you tie in 
effectively! 

So for greater profits in 1950, feature the brand 
that features you! Stock, display and promote the fa- 
mous Celotex line. And tie in with this power-packed 
1950 Celotex advertising. Your Celotex representa- 
tive will be glad to give you full details. Contact him 
now! The Celotex Corporation, Chicago 3, Illinois. 
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\will help you sell 








more of 7//in 1950! 


Both you and your customers 
profit when you sell Celotex 
Insulating Sheathing 


Celotex Insulating Sheathing gives 
all these advantages and economies: 


Celotex Insulating Sheathing insulates, 
builds and moistureproofs, all at one low 
cost! 


It seals out excessive heat in summer, re- 
duces heat loss through sidewalls in win- 
ter. Thus assures lower fuel bills and greater 
comfort all year ’round! 


It is the only sheathing made of long, re- 
markably strong Louisiana cane fibres, and 
protected by the exclusive patented Ferox * 
Process against termites, dry rot and fungus. 


It is treated inside and asphalt-coated out- 
side to make it double-waterproofed. Yet it 
has more than twice the vapor permeability 
advocated by government agencies! 


To insulate and moistureproof as you build 
with Celotex Insulating Sheathing costs no 
moRE than uninsulated construction! 


Celotex Insulating Sheathing used in com- 
bination with Celotex Insulating Lath, the 
superior plaster base, is the thrifty way to 
build the “Ideal Wall”’—a stronger wall 
with BUILT-IN insulation! 


*REG. U.S. PAT. OFF. 


For greater profits in 1950... get on the Celotex “Brand-wagon”! 


Feature Genuine C ELOT EX BUILD Jel ¢ 


REG VU. S. PAT. OFF 
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No Quality Question Mark When You 














BUY BRANDS j 
YOU KNOW! | 


We manufacture: co) 


Arkansas Soit Pine 


Satin-like Interior Trim 
FLOORING 
End-matched Plain End 
SOFT TEXTURED YARD STOCK 
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last 1 
Royal Oak Flooring = 
Southern Hardwoods 
Numbe 
SILES 
$ Cha 
: ve St00k 
Wolmanized* Treated Lumber tha 
"Reg. U. S. Pat. Off. 

Each of these registered trade-mark brands is our pledge 

and your safeguard of quality. On what shall we quote? : Con 


” 
FORDYCE LUMBER COMPANY (488 
FORDYCE, ARKANSAS f 
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BUILDING AWARDS 


Contracts in February up 
37 percent over last’ year 


Contracts awarded for building 
and heavy engineering works in the 
thirty-seven states east of the 
Rocky Mountains last month to- 
taled $779,530,000, showing an in- 
crease of 7 percent over January 





Building in Current and 1929 Dollars 


Value of Total New Construction and Value Adjusted for Changes 
om a in Construction Costs, 1929-1949 m0 
a Value of Construction as Reporte 
Value of Construction Adjusted for 
Changes in Costs 
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1950, and a 87 percent rise over 
February 1949, it is reported by 
F. W. Dodge Corporation, fact find- 
ing organization for the construc- 
tin industry. All classifications, 
residential, nonresidential and 
heavy construction were greater 
lat month than in the preceding 











month. Only heavy construction 
fell behind in February compared 
with the corresponding month in 
1949. 


The two months construction to- 
tal for this year was $1,510,385,- 
000, an increase of 44 percent over 
the total for the 1949 January and 
February aggregate. 


RESIDENTIAL AWARDS UP 


Residential projects amounted to 
$361,452,000 in February of which 
$342,341,000 was private building 
and $19,111,000 public building. 
One and two family dwellings made 
up $279,122,000 of last month’s 
operations and apartment build- 
ings $75,138,000. Residential con- 
tract awards last month were 5 
percent above January 1950, and 
87 percent better than February 
1949. 

Respective gains of 13 and 20 
percent were noted in the non-resi- 
dential field last month over the 
first month of this year and the 
February 1949 total. Leading Feb- 
ruary’s nonresidential projects 


co 

















were hospital buildings for a total 
amount of $66,949,000. Hospital 
projects were 141 percent ahead of 
January 1950 and 112 percent more 
than in February, last year. Other 
public and 


institutional contract 





awards were also up last month 
compared with February 1949. 


SLIGHT CHANGE IN HEAVY PROJECTS 


Comparison of heavy construc- 
tion works for the 37 states east 
of the Rocky Mountains shows a 





RETAIL LUMBER STOCKS AND SALES IN JANUARY 


lumber of Yards Reporting 


SALES (REPORTING YARDS ONLY) 
$ Change = From December, 1949 





From January, 1949 


STOCKS (END OF MONTH) 
Change in Computed Total Stocks 
From December 31, 1949 





From January 31, 1949 
From December 31, 1940 


OMPUTED TOTAL STOCKS (END OF MONTH) 
December, 1940 
December, 1946 
December, 1947 
December, 1948 
January, 1949 
December, 1949 
January, 1950 
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Mid- East West East West 
New dle North North South South South 
Eng- Atlan- Cen- Cen- Atlan-  Cen- Cen- Moun- Paci- 
land tic tral tral tic tral tral tain ‘fic -Total 
69 74 171 784 54 27 49 160 192 1,580 
+6.4 -3.1 <-14.9 -31.8 +¢6.7 -17.9 -8.2 -16.4 -1.8 -8.1 
= 1.3 + 6.1 +12,5 +14.0 + 7.3 + 8.9 +93.9 = 4.4 +36.2 +20.3 
“118 + Ge: = 2.6.4 8.7 °@ Le... =.6.6. 6 19,.%0.5 =~ 5,5. +24 
+ 8.2 + 2.6 a 0.6 + 6.3 + 2.8 -14.6 + 0.6 ba 0.5 + Vek + 0.3 
+10.6 ~34.0 -30.6 +11.7 -~45.6 -68.0 = 9.0 -17.0 -21.0 -21.1 
(million board feet) 

264 1,120 1,461 993 408 219 564 224 842 6,095 
214 478 755 413 157 72 324 84 488 2,985 
272 646 976 865 193 75 463 156 608 4,254 
257 725 §1,025 996 209 78 §11 184 654 4,639 
270 720 1,020 1,043 216 82 510 187 621 4,669 
261 673 1,041 1,020 219 74 523 185 702 4,698 
292 739 1,014 1,109 222 “70 513 186 665 4,810 























19 percent rise for the first two 
months of this year over the corre- 
sponding months of last year. Last 
month’s total of $152,511,000, how- 
ever, was less than 1 percent over 
January 1950’s total of $152,060,- 
000 and only about 1 percent less 
than the February 1949 figure of 
$153,499,000. 


INVENTORIES 


Total values of stocks up 
for first time in year 


Total business inventories at the 
end of January were estimated to 
aggregate $53.5 billion, the Office 
of Business Economics, U. S. De- 
partment of Commerce, announced 
recently. 

After allowance for seasonal fluc- 
tuations, the book value of inven- 
tories increased by $150 million 
during January, about the same 
amount as the rise in stocks held by 
retailers. An increase of almost 
$100 million in manufacturers’ 
stocks was offset by a decline of 
the same magnitude at the whole- 
sale level. The January rise was 
the first monthly increase in over 
a year. 

Retailers’ inventories at the end 
of January were estimated at $13.2 
billion. The $150 million rise from 
the previous month on a seasonally 
adjusted basis was in large part due 
to new motor vehicles, as the high 
level of output was resumed after 
a period of retooling for new mod- 
els. 

Inventories at general merchan- 
dise and building materials stores 
were up moderately in January, 
while home furnishings and ap- 
parel stocks declined moderately. 
Other lines of trade showed little 
change from December levels. 


PRODUCER'S COUNCIL 


Annual meeting scheduled for 
early part of May this year 


The annual Spring meeting of 
the Producers’ Council, national 
organization of building product 
manufacturers, will be held in 
Washington, D. C., May 9 to 10, 
concurrently with the annual con- 
vention of the American Institute 
of Architects, according to Charles 
M. Mortensen, managing director 
of the Council. 

The program will include ad- 
dresses and panel discussions of 
new trends in mortgage finance, 
mutual problems of architects and 
manufacturers, government pro- 
grams affecting construction, and 
recent developments in building re- 
search. : 





HOME MORTGAGES 


‘49 volume nearly equals 
record amount made in "48 


Representing chiefly loans on 
homes, the volume of mortgages 
of under $20,000 made in the na- 
tion last year reached an estimated 
total of $11,828,000,000, the Home 
Loan Bank Board announces. The 
compilations are confined to re- 
corded non-farm mortgages, the 
bulk of which were to finance the 
purchase of new and existing 
houses. 


The 1949 figure almost equals the 
all-time peak of’ such financing at- 
tained in 1948, the report said. 


GLUING COURSE 


North Carolina State plans 
short course for April 25-28 


A gluing short course will be 
held at N. C. State College, Raleigh, 
N. C., April 25 to 28 inclusive, Dr. 
R. J. Preston, Jr., Director of the 
College’s Division of Forestry, an- 
nounces. 


The course will be offered for the 
benefit of managerial, supervisory, 
and technical personnel of the fur- 
niture, plywood and similar wood 
industries. Subjects scheduled for 
discussion include preparation of 
stock for gluing, characteristics of 
the various animal, vegetable and 


synthetic resin glues and techniques 


of plywood panel gluing with both 
hot and cold presses. 
Enrollment is limited to 100 ap- 
plicants in order to provide ample 
opportunity for individual discus- 
sion. Application blanks and in- 
quiries should be directed to James 
S. Bethel, Division of Forestry, 
N. C. State College, Raleigh, N. C. 










MARKETS 


Some reports indicate lumber 
_market is at peak for the year 


There are indications that price 
rises in the softwood market have 
come to end. If the indicated spring 
building spurt materializes, how- 
ever, it is doubtful if any substan." 
tial drop will take place for some 
time to come. 

TACOMA—Production is im- 
proving under the stimulus of bet- 
ter weather. Lumber mills in par- 
ticular are benefitting, with vir- 
tually all plants in this area operat- 
ing at normal capacity. Log sup- 
plies, while not abundant, appear 
to be adequate to meet normal re- § 
quirements. This is important, 
since it probably will still be sev- 
eral weeks before weather condi- 
tions will be sufficiently improved to 
permit resumption of full scale log- 
ging operations at most of the 
larger camps. Organization of a 
third co-operative plywood plant 
here has been announced by the 
Great Western Plywood Co. The 
company. proposes to purchase the 
Rainier Plywood Company plant at 
a total announced purchase price 
of $300,000. Organizers of the new 
firm are. chiefly former employes 
of the Rainier Plywood Co., who 
prefered to remain here rather 
than be transferred to northern 
California. The firm now has a 
maximum output of approximately 
1,250,000 feet monthly and expects 
to double this by mid summer. Also 
announced this week was the forth- 
coming establishment of a new 
short-log sawmill in Aberdeen, 
Wash., by Charles A. Middleton, 
Aberdeen lumberman. The new 
company will employ about 30 men 
and will be known as the Anderson- 








THE COST OF BUILDING A HOUSE 





Cost of Building in Selected Years a House Which Cost $5,000 in 1913, Based Upon 
the Index.of Construction Costs of the American Appraisal Company 





1913 1920 
\ 


$14,150 















1925 


1933 





$10,850 





1947 








$21,500 








¢ 3949: By The Chicago Tribune) 


1948 













“$24,500 
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Screening of ALCOA ALCLAD ALUMINUM 


Wire Fabrics Corp. 
Brass & Copper Co. 
Wire Cloth Company 


Pacific Wire Products Co., Inc. 
Pennwoven, Inc. 


Fence Division 
(American Steel’ & Wire Co.) 


Honover Wire Cloth Company 
Heilig Bros. Company, Inc. 


eC. O. Jelliff Manufacturing 
Corp. 


Keystone Wire Cloth Company 


Spargo Wire Company, Inc. 


Standard Wire Cloth & Screen 
Company 


Reynolds Wire Company 
Wickwire Brothers, Inc. 


Woven Wire Fabrics Div., 
(John A. Roebling’s Sons, Co.) 
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LU MINUM are. 1. 


New York Wire Cloth Company 


THAT'S BACKED BY COLOR ADS IN 
BETTER HOMES & GARDENS, 
AMERICAN HOME, 

AND HOLLAND'S 
REACHING OVER 6,400,000 READERS. 
ADS THAT ARE TELLING YOUR CUSTOMERS 
WHY ALUMINUM IS THEIR 
BEST BUY IN SCREENING. 


TIE-IN... 
for your Scexccu Zine’ profits 


with these FREE Newspaper Mats, 
Folders and Window Streamers. 
For samples fill in this coupon 
and mail it today. 
Gentlemen: 
Please send samples of your free promotional material to: 


Name 





Address 
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Be ready for Soumya profits— order from Your Supplier NOW! 


This tag identifies wire screening made of Alcoa Alclad Aluminum. 
Look for it on the screening you buy. Your customers will. 


Avuminum Company oF America, 1418C Gulf Bidg., Pittsburgh 19, Pa. 
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Middleton Forest Products Co. It 
is capitalized for $250,000. Down 
on Willapa Harbor, the South Bend 
Shingle Company mill has resumed 
operations following a long shut- 
down. Charles Carr, owner of the 
mill, says he has an assured outlet 





Farm Income in 1949 Was Third Highest 


BILLIONS Gross Farm Income in - United States BRLIONS 
1910-19 oF acre 


¢: 4 Gross Farm income Includes 32 
Cash Receipts from Farm 
TABS — - \sarketings, Value 
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in California and an assured log 
supply and anticipates an extended 
operation. 


KANSAS CITY—The lumber 
market in the Southwest remained 
very firm and prices were holding 
at recent advances. Mills found 
that the open weather in some 
parts of the district permitted 
widespread building and carloads 
of lumber were pouring into Texas 
in particular. 


Retail yards are making more 
inquiry for supplies but have not 
placed heavy orders as yet. A 
sizable amount of the lumber mov- 
ing is for special projects. The 
mills are able to get into produc- 
tion again, now that the weather 
has moderated somewhat. 


On the west side of the Missis- 
sippi prices for kiln-dried and qual- 
ity stock held steady and there was 
an active demand for boards. The 
1 by 8 grades were generally sell- 
ing around $76 to $77 a thousand 
with a few mills getting $77.50. 
On 1 by 6’s the list was $72 to $73. 

However, on the east side of the 
river a wide price range was noted. 
For instance 1 by 8’s sold any- 
where from $64 to $72 a thousand 
and 1 by 6’s from $62 to $70. The 
lower part of the range reflected 
pressure on the part of small mills 
to dispose of their inventory to ob- 
tain working capital. 

On dimension, kiln-dried stocks 
were up about $1 a thousand on the 
top side of the price range. The 
2 by 4’s were bringing $70 to $72; 
the 2 by 6’s, $72 to $73 and the 2 
by 8’s, $73 to $74. 

Flooring and finish held un- 
changed in the last two weeks, 
bringing $150 to $160 a thousand, 
depending on the mill and its loca- 
tion. 

Retailers will have to wait a 
spell before they can get their fir 
inventories rebuilt, owing to the 


10 


unfavorable weather conditions in 
the Northwest. Many, however, 
are turning to yellow pine where 
time will not permit waiting on ve 
west coast output. 
BALTIMORE—Baltimore’s build- 
ing permits for January totaled 
$18,117,104, the largest January in 
history, a tabulation showed today. 
Of this total, $13,581,446 was for 


home and apartment building. The 


month was second only to April 
1948 when the total was $20,006,- 
406, of which home building 
amounted to $15,340,235. Febru- 
ary, for which no figures are avail- 
able as yet, also will show a sub- 
stantial amount of building plans 
for the metropolitan, and the early 
year total amounts to approxi- 
mately 2,500 family dwelling units. 

The large 1950 start follows on 
the heels of the $100,185,018 for 





Government Expenditures by Months 





Monthly Expenditures of the United States BALIONS 
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1949. The all-time high was $111,- 
137,238 in 1948. Home construction 


permits in 1949 were $63,631,531 - 


compared with the peak $74,001,- 
961 in 1948. Fir deliveries from 
the West Coast have slowed con- 
siderably due to inability of mills 
to fill orders. Recent quotations 
have been higher. A delivered price 
of $180 for 2, 3 and 4-inch stock 
of B and Better in contrast to $145 
three months ago also has induced 
some reluctance in buying. Cheaper 
grades also are higher, and some 
sizable orders are due, particularly 
on large wharfing jobs. 


Southern pine has been firming 
up again, the last increase being 
from $2 to $3, and due to the re- 
cent minimum wage law. Reports 
say that mills farther South will be 
adding $5 to $7. 


The market in oak flooring is 
very strong in view of building 
operations which have been active 
all winter. Construction operations 
have not been hampered by the 
weather. Manufacturers and deal- 
ers in doors and windows also en- 
joying brisk trade. 

Upper grades of hardwoods also 
holding very strong, and there is 
some pick-up of exports, mainly to 
Britain. The coal strike may have 


some effect. Main worry is for 
those doing business with ship- 
yards. Latter have been very slow 
for months, and there is no indi- 
cation of much faster pace for 
1950. 


NATIONAL-LUMBER 


Lumber shipments of 423 mills 
reporting to the National Lumber 
Trade Barometer were 14.3 percent 
above production for the week end- 
ing March 4, 1950. In the same 
week new orders of these mills 
were 2.6 percent above production. 
Unfilled orders of the reporting 
mills amount to 52 percent of 
stocks. For reporting softwood 
mills, unfilled orders are equivalent 
to 26 days’ production at the cur- 
rent rate, and gross stocks are 
equivalent to 49 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
20.6 percent above production; or- 
ders were 36.2 percent above pro- 
duction. 

Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 72.3 
percent above; shipments were 66.4 
percent above; orders were 61.0 
percent above. Compared to the 
corresponding week in 1949, pro- 
duction of reporting mills was 13.8 
percent above; shipment were 32.4 
percent above; and new orders were 
6.8 percent above. : 


Western Pine 


Production of Western Pine by 
the 104 mills reporting to the West- 
ern Pine Association for the week 
ending March 4, 1950 totaled 56,- 
281,000 feet, as compared to 39,- 
249,000 feet for the same week a 
year ago. Shipments amounted to 
68,930,000. feet, or 22.4 percent 
above production. Orders for the 
week totaled 61,566,000 feet, or 9.3 
percent above production. 


Southern Pine 


The 121 mills reporting to the 
Southern Pine Association for the 
week ending March 4, 1950 cut 20,- 
475,000 feet; 0.51 percent above 
three year average. Orders for the 
week amounted to 20,377,000 eet, 
0.48 percent below production. 
Shipments amounted to 20,148,000 
feet, 1.10 percent below the tnree 
year average and 1.60 percent be- 
low the week’s production. 


West Coast 


A rapid return to normal produc- 
tion schedules is the most cheering 
news to come from West Coast 
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YBW- Kinspec Glued-Up Panels 


The new wonder panels — fabricated by 





electronic resin gluing from small, clear 3/," 
















thick vari-grained, contrasting light and dark 
pieces of Kinzua Ponderosa Pine. Sizes up 
to 28" wide and 72" long. 





Really beautiful finished natural for— 


e Kitchen Cabinets e Built-in Buffets 

e Breakfast Nooks e Window Seats 

e Mantels e Built-in Bunks 

e Built-in Book Cases _—e Built-in Dressing Tables 
e Corner Cabinets e Basement Bars 


Saw, nail and plane like any other lumber. 


INVESTIGATE TODAY! 


Big Market 
in 


Homes 
Restaurants 


Tearooms 


Cocktail 
Lounges 


Stores 
Offices 
Libraries 
Schools 


HIPPED IN KINZUA MIXED CARS 


Along with Kinzua "Quality Guaranteed" Ponderosa 
Pine bevel siding, ceiling, finish, knotty ng panel- 
ing, boards, Kinzua glued-up Hoor Blocks, Fir and 
Larch boards and dimension. 
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KINZUA PINE MILLS CO. 
KINZUA, OREGON 


BFMBER NATIONAL WOODWORK MFRS. ASSN. IN MEMBER WESTERN PINE ASSOCIATION 
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sawmills since New Years. 

At the end of February, mills in 
the Douglas fir region reported 
production gradually building up 
from January lows, logging camps 
were opening sooner than was 
thought possible a month ago, and 
shipments jumped 40 million feet a 
week in February over January. 

Production for the first eight 
weeks of 1950 was 58 million feet 
below the same period in 1949. 


Despite a tightened box car supply 
in Oregon for a short time in Feb- 
ruary due to the coal strike in the 
east, shipments for eight weeks of 
1950 topped 1949 for the same 
period by 122 million feet. 

Average weekly production in 
February stepped up nearly 30 mil- 
lion feet over January weekly out- 
put. 

The weekly average of West 
Coast lumber production in Febru- 





The LUMBER MARKET 


The following is a general market analysis as we go to press. 


Since many 


variable factors in each producing area affect individual mill quotations, the 
prices listed below must be considered for what they are — — — an average 
of current f.o.b. mill quotations of those surveyed. 


DOUGLAS FIR 


Vertical Grain Flooring 
, aoe | 


120.00 
130.00 


Drop Siding 

6 (Pat. #106)..145.00 

6 (Pat. #116)..145.00 
Celling 

115.00 


140.00 
140.00 


110.00 

145.00 

Boards and Shiplap 
1x6 1x8 1x10 
58.00 58.00 56.00 


43.00 43.00 42.00 


1 Dimension 
12’ 14’ 18’ 
..64.00 64.00 
..63.00 63.00 
..63.00 63.00 
..63.00 63.00 
..62.00 62.00 
No, 2 Dimension 
..60.50 60.50 60.50 60.50 
..59.50 59.50 59.50 59.50 
..59.50 59.50 59.50 59.50 
.59.50 59.50 59.50 59.50 
-58.50 58.50 58.50 58.50 


_ 3 Dimension 
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kiln-dried add about $8.00.) 
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OAK FLOORING 


Clear Pin 4x24 xl %x2 
White ..195 170.00 
Red ....195. 00 170.00 

Sel Pin 
White ..185.00 
Red ....185.00 

#1 Com 
White ..155.00 
Red ....155.00 

#2 Mixe 
15” Sh’ vts 100.00 

#1 Comm. & 
Btr. ...+110.00 

#2 Covamek* ashiinte 
15” Shorts 75.00 


4x3 
180.00 170.00 
180.00 170.00 


172.00 
162.00 


170.00 
170.00 


155.00 
155.00 


130.00 
130.00 


150.00 
150.00 


135.00 
135.00 


75.00 90.00 65.00 


80.00 90.00 75.00 


50.00 65.00 40.00 





_RED CEDAR SHINGLES 


oyals 


12 


SOUTHERN PINE 

Vertical Grain Flooring 
B& Cc 

180.00 


160.00 
160.00 
Drop Siding 
1x6 Pat #106.170.00 
1 x 6 Pat. #116.170.00 
Ceiling 


160.00 
160.00 


Roards and Shiplap 
1x6 


No. 1 

No. 2 

No. 3 
No. 1 Di- 
mension 12’ 


1x8 
--120.00 120.00 
-- 80.00 80.00 
-- 72.00 72.00 


) 
* 
- 
00 00 00 
a abo 
o 
i) 
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WESTERN PINE 


Ponderosa Pine 
Selects, 
4/4 + 5/4 RW 6/4 RW 
190.00 190.00 
165.00 165.00 
No. 2 
80.00 
80.00 


x4 1x 1x6 
Uppers RL. 168. 00 165.00 165.00 
No 1 RL...102.00 102.00 102.00 
No. 2 RL... 95.00 95.00 95.00 
Idaho White Pine 
Selects, 
S2 or 48 1x4 1x6 x8 
Cc 200.00 200.00 206 00 
180.00 180.00 180.00 
Commons, S2or4S No.1 No. 2 
ix 2 134.00 118.00 
134.00 118.00 
Sugar Pine 
Selects, 
S2 or 48 Be a a“ a 6/4 RW 


200.00 


ary was 161,421,000 b.f. or 99.0% 
of the 1945-1949 average. Orders 
averaged 201,507,000 b.f.; Ship- 
ments 189,361,000 b.f.; Weekly ay- 
erages for January were: Produc- 
tion 133,342,000 (81.8% of the 
1945-1949 average); Orders 213,- 
633,000 b.f.; Shipments 148,095,- 
000 b.f. 


Eight weeks of 1950 cumulative 
production 1,223,454,000 b.f.; Eight 
weeks of 1949, 1,281,134,000 b.f.; 
Eight weeks of 1948, 1,699,488,000. 


Orders for Eight weeks of 1950 
breakdown as follows: Rail 1,210,- 
094,000 b.f.; Truck 44,546,000 b.f, 
Domestic Cargo 380,646,000 b.f.; 
Export 25,889,000 b.f. Local 70,- 
521,000 b.f. 

The Industry’s unfilled order file 
stood at 852,903,000 b.f. at the end 
of February. Gross Stocks at 791,- 
799,000 b.f. 





HEMLOCK 
Boards & 


Shiplap 1x6 1x8 1x10 1x12 


Uppers Yo 00 87.00 107.00 

1 . 53.00 
No, x 49.00 
No. . 40.00 40.00 


Dimension 
12’ 
4.63.00 
6.59.00 
8.59.00 


10.59.00 
12.50.00 


Dimension 


2 
9 
- 


16’ 18’ 


2 


B 

12.57.00 57.00 
Dimension R/L Only 
i! are Soe 
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ENGLEMAN SPRUCE 


Boards & 

Shiplap 1x6 1x8 1x10 
Uppers. .204.75 204.7 . 
No. 1 ...100.0 
No. 

No. 

No. 1 


Dimension & Better 
4.61.00 61.00 61.00 
6.61.00 61.00 61.00 
8.63.00 63.00 63.00 

10.61.00 61.00 61.00 

12.61.00 61.00 61.00 


Remonstan baat auhr 
4.39.00 
6.39.00 
8.39.00 


10.39.00 
12.39.00 


REDWOOD 


2 
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Modern Home owners 


are buying more Glass 


CAN THEY BUY IT 
FROM YOU? 


@ The present trend is definitely toward more glass. 
Home decorating magazines carry an increasing number 
of articles on the advantages of glass. They emphasize 
the convenience of door mirrors—the protection 

and elegance of glass furniture tops—the beauty and 
usefulness of structural (built-in) mirrors. 

Your customers buy these products. And they know 
Pittsburgh Plate Glass because it’s backed by the 
biggest advertising campaign in the glass business. So 
cash in on that familiar Pittsburgh Plate Glass label 
because it makes your selling job a lot easier. 

It isn’t necessary to carry a heavy stock of 
Pittsburgh Structural Mirrors and Glass Tops. Just 
send measurements or patterns to your nearest Pittsburgh 
Plate Glass store or warehouse, (or on the West Coast 
through W. P. Fuller & Co. branches), and handle 
the installation yourself. Pittsburgh Door Mirrors 
are such fast-moving items that you'll probably want 
a reasonable stock, so we’ve prepared a standard package 
of the most popular sizes. Write for more details 
about this unusual, money-making opportunity. 
Pittsburgh Plate Glass Company, 2043-0 Grant 
Building, Pittsburgh 19, Pa. ° 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 


PPITTSBURGH PLATE GLASS COMPANY 
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For Beauty, | glas Fir 


For Durability, 
More and More nt OT 
Buyers Insist On 








VER seven million Douglas 

fir doors were produced last 
year—enough for 600,000 new 
homes. 


Six out of every ten doors 
sold last year were Douglas fir 
doors because: 


1. Durable Douglas fir builds 
strong, serviceable doors; 
it takes fine finishes for 
doors of beauty, too! 


Douglas fir doors are mass- 
produced for economy. 
They are manufactured in 
the Pacific Northwest and 
‘available everywhere in 
the United States. 


Since 1947 the Fir Door In- 

stitute has inspected the 

quality of doors carrying 

the FDI registered grade 

marks. This year the Doug- One of the most popular of all as fir stock interior doors is this modern, three-pan>!, 
las fir door industry will F3 design—here shown in a typical home installation. 

again produce quality 

doors in quantity to meet 

the increased demand. 





YOU HAVE QUALITY ASSURANCE if 

When stocking, specifying or We Yes eeEry Bese Wee FDI:A 

4 . THESE FDI GRADE MARKS 
using doors, be certain you ask 


‘ DI official 
for beautiful, durable, Douglas pained Senay ENS Soe FDI:B 


stamps on every Douglas Fir 
fir doors — grade-marked for door you buy. These FDI grade- 


your protection. marks certify that doors so 
e marked meet quality Commer- 

cial Standards CS73-48—and 

have been officially inspected 

by the Fir Door Institute. At 

buyer’s request, doors marked 

by FDI stamps will be covered 


Fir Door Institute by notarized Certificate of In- 


spection. 


















































Tacoma 2, Washington 
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YOU CAN SAVE 75% on your handling costs! 


Many users have saved up to 75%, and you can do it too—with 
ROSS Lift Trucks. Here’s what ROSS has done for the John 
Bader Lumber Company, Chicago. Says Ray Jacob, Manager: 
Our costs on piling lumber have been reduced 75%.” In addi- 
tion, Mr. Bader cites increased efficiency in unloading, storing 
and loading out... 


_ Secure the savings effected by ROSS Lift Trucks and Car- 
fiers... savings that will help reduce operating costs and widen 
your profit margins. Get the facts on the ROSS System. 


THE ROSS CARRIER COMPANY 
235 Miller St., Benton Harbor, Michigan, U.S.A. 
Direct Factory Branches and Distributors Throughout the World 


Buipinc Propucts MERCHANDISER 


Now You Can Get Current Delivery 
on ROSS Series 5 Lift Trucks... 
SEND THIS COUPON TODAY 


t-——_—: ee mec ree nee ems ms ees ns Sem nt er ae em 


| THE ROSS CARRIER COMPANY 
| 235 Miller Street, Benton Harbor, Michigan 


| : 
Send complete details on Series 5 Lift Truck. 


| Name 
Company 
| Address__ 


Cy end SN 





ADVANTAGES 


that only SHERWIN-WILLIAMS DEALERS 


CAN MEASURE! 


2 
PAINT PRODUCTS—It’s easy for Sherwin-Williams 
dealers to meet the complete requirements of their 
customers for highest-quality paints. Customer satisfac- 
tion, with one line of paint, is a distinct advantage! 


CONSUMER PREFERENCE—What’s the best recog- 
nized name in paint? Look at impartial surveys . . . ask 
a number of your friends . . . your customers . . . other 
dealers. Sherwin-Williams consistently comes out on 
top. That’s a priceless sales advantage! 


NATIONAL ADVERTISING—Year in and year out 
... the most power-packed series of national advertise- 
ments in the paint industry. Sherwin-Williams keeps its 
dealers and their products in the public eye. Sherwin- 
Williams means greater consumer acceptance! 


SALES HELPS—Sales training, displays, product in- 
formation, store layout, color cards, color panels, store 
signs ... every one a tested and proved paint merchan- 
dising assistant. The Sherwin-Williams selling plan is 
complete! 


RESEARCH—Sherwin-Williams leads the world in 
paint research. New products... new ideas... subjected 
to severest tests before they are offered to the consumer. 
Sherwin-Williams products are right! 


- PROFITS—Sherwin-Williams believes in its dealers 
... and in providing them with the easiest and most 
direct path to profits. No special deals or high-pressure 
methods to “short change” the Sherwin-Williams dealer! 


it pays to be a 
SHERWIN-WILLIAMS DEALER 


Without obligation to you, we'll send complete sales and profit information 
en our dealership plan. Write: The Sherwin-Williams Co., Cleveland I, O. 
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at avealkratt 2 d vertising helps dealers 


BIGGEST ADVERTISING-MERCHANDISING PROGRAM 
IN BUILDING-PAPER HISTORY... 
IN THE BIGGEST BUILDING YEAR! 
including over 30 million ads in leading building and farm magazines, and mailings! 


HERE’S A TYPICAL SISALKRAFT SALESMAN CALLING ON A DEALER, HELPING HIM TO SELL SISALKRAFT PRODUCTS IN MANY WAYS 


/ Harold Busch (left), Manager of Middleton Lumber Company, 


Middleton, Wis., welcomes Thor Olsen, the SISALKRAFT man. 


: i : hoe oGS ; 
Manager Busch takes Olsen to stock room to make sure there’s 
plenty of SISALKRAFT and SISALATION on hand... and, 
before leaving, Olsen mounts a poster (picture at right) 
where the dealer’s customers are sure to see it. 


the SISALKRAFT Co. 
Chicago 6, Ill. “¢ 
New York 17 e San Francisco 5 <a 
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2 Manager Busch discusses with Olsen the new portfolio of 42 
Free Newspaper Ad Mats SISALKRAFT now offers to dealers. 








AND NOW-SISALKRAFT OFFERS YOU THESE 


42 FREE AD MATS 


FOR YOUR LOCAL NEWSPAPER ADS 
plus a new series of 4 posters, 
FREE SAMPLES, FOLDERS, and other = 
MAIL THIS merchandising-advertis ng aids 
COUPON TODAY! to help you sell SISALKRAFT PRODUCTS 


in scores of ways! 





The SISALKRAFT Co., Dept. AL3, 
205 W. Wacker Drive, Chicago 6, Illinois 


Please send me your free Portfolio of 42 Newspaper Ad Mats, 
and tell me about the new posters and other selling aids. 


I NII IN saa wince manip banpeisibpieeleasocieeet ie 
SREB ET ESI Taare etal Ce Ae RAE RICE RLSM TRY CATO a a 
Address 


City & State 
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BILL, YOULL BE GLAD | SPECIFIED NICHOLS 
NEVER-STAIN ALUMINUM NAILS FOR YOUR 
HOME. THEY WONT RUST LIKE ORDINARY 
NAILS. THEY WON'T STREAK OR STAIN 
PAINTED SIDING OR CAUSE SIDING TO 
LOOSEN THROUGH NAIL RUST. YET THEY 
COST LESS THAN $3.50 MORE THAN ORD- 

\NARY NAILS FOR YOUR FIVE-ROOM HOUSE 


ONE YEAR 

LATER MR, LEE, | WANT TO PERSONALLY 
THANK YOU FOR USING ALUMINUM 
NAILS ON MY HOME. ONE OF MY 
NEIGHBORS HAD TO REPAINT HIS HOME 
LAST WEEK BECAUSE OF RUSTED SIDING, 
COST HIM #300. MY PLACE LOOKS 
GOOD AS NEW- THANKS JO YOU AND 
NEVER-STAIN ALUMINUM NAILS! 


‘ 
. 


( 


Yeo! THERE'S A BIG 
DIFFERENCE IN NAILS! 


Nichols Never-Stain Aluminum 
Nails are etched from head to 
tip for greater holding power 
- +. drive easy ... lighter to 
carry . . . and cost less to 
apply because no countersink- 
ing or puttying is necessary! 
Billions have been used. 





--- 50 YEARS AGO .-.- 


- 


—_ is. —_—_ 
_—_ -* 
a 
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= AMERICAN LUMBERMAN 


= The Industry's Leader 
_THEN and NOW : 








SOME RETAIL YARD IDEAS 


Another Tally Scheme 


W. A. GARNO, of 
Fitchburg, Mass., uses a 
holder or case for his 
tally cards that answers 
the double purpose of a 
writing desk and holder 
for the man who keeps 
tab on the load in the 
yard. The drawing here- 
with illustrates the idea and it will be found of use in 
many other yards. 

Mr. Garno uses very little printing except ruled spaces 
on his tally card and yet keeps everything in precise 
and practical form, which shows at a glance just what 
lumber formed any one load, from what car it was taken 
and other data which all dealers will understand. 

The left hand column indicates the number of feet 
per board, face measure, and the tally marks opposite it 
mean the number of boards or pieces of any given face, 
the last narrow column on the right of the card being 
this total and the wide double column, which is the last one 
on the right side, gives the total number of feet in the 
number of boards in the ten columns to the left. For 
instance, the third line from the top shows boards of 
4 feet face; seven of these are tallied and indicated by 
the number “7” in the total pieces column. Total number 
of feet in this lot is 28, as indicated in the wide column 
on the right hand margin of the sheet. : 

This method of tallying is perhaps not new to many 
but the wooden holder into which the cards are slid is 
a simple and ingenious affair which can be used by any 
man who uses tally cards. A soft pine strip, a few small 
nails and 20 minutes’ time will make one of them and 
thereby save a good many dirty tally cards, and in 
some cases a waste of temper, too, perhaps. 


To Keep Snow Out of Open Sheds 


THE PRIEST LUMBER 
Company, of Fitchburg, an 
Mass., uses the idea illus- Sas ES 
trated herewith as a pro- 
tection against snow in one Y 
of its sheds which is in 
an exposed position facing 
the north. A strip having 
a groove facing the next 
post is nailed on each of 
the posts of the shed, and 
when a heavy storm threat- 
ens to bury the stock in- 
side, boards are slid down 
in the groove between the 
strip and the post, forming 
a temporary wall, as is done 
in many coal sheds when they are to be filled. The d:aw- 


ing explains the idea and further comment is unnecessary.” 


Canvas roll curtains are in use in some places for the 
same purpose, but they cost as much as it would to 
board up the face of the shed and fit doors into place 
permanently. 

MET L. SALEY, AMERICAN LUMBERMAN 
July 15, 1899 
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a4, 7 depend on Custome Satisfaction 


—— ——$——— *SUPERIOR Unit Wood Window points the way . . . this com- 
nme : pletely weatherstripped window includes the weathertight, sturdy 
| frame . . . counter-balanced sash and *Bilt-Well Storm Sash and 
Screen Unit. These are all matched, engineered and integral 
units designed one for the other. Consequently, it is a com- 
plete unit. 

The weatherstrip consists of patented Superior flexible jamb- 
‘liner that equalizes dimensional variations thus producing uni- | 
form, weathertight, snug fitting windows. Guaranteed sash _ | 
balances facilitate the free, smooth, easy-sliding Superior 
Windows. 


The sturdy frame is constructed with 11%” thick jambs and 





heavy 134” thick sill. Wide overlapping wind-break completely 
seals the installation making it perfectly weathertight. 
Sell Superior Windows! It is the way to build “‘future profits” 
- through seeing that your customers are satisfied. 
y 
CARR, ADAMS ©& COLLIER CO., Dubuque, Iowa 


4 


the jamb-liner is a flexible = 
Weatherstrip that produces a — 

ight pressure against the sash. : a 
ot all times, This provides a : . 


UNIT WOOD WINDOWS 























dry weather. 


BILT @ WELL 
ae SRS 
woop : WORK 








* Sash can be removed for painting 
before inside stops are applied. 













The Bilt-Welt Line: Superior Unit Wood Windows 
e Exterior & Interior Doors « Entrances & Shut- 
ters « Clos-tite Casements + Carr-dor Garage 
Doors « Basement Unit Windows «+ Louvers & 
Gable Sash » Breakfast Nooks *« Combination 
Doors + Screens & Storm Sash + Corner (China) 
Cabinets « Gli-dor Cabinets «+ Ironing Board 
Cabinets + Mantels & Telephone Cabinets + 
Multiple-Use & Linen Cabinets «+ Stair Parts. 


* Sash can be installed after plastering. 










* Sash can be removed without loosen- 
ing or damaging weatherstrip. 














* Sash are perfectly counter-balancing 
at all points. Windows stay in any 
position. Balances guaranteed for 
the life of building. 














x 

Bilt- Well Storm Sash and Screen 
Units ore optional equipment; an 
ivestment, however, that pays 
large dividends yeor after year, 
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END-MATCHED LUMBER. Tongued and grooved at ends 


it's not necessary to join ends over framing members. This saves 


i 
i 
and edges, the pieces mesh at sides and ends. With End-Matched | 
sawing, fitting, double-nailing and material waste. 


KOLORITE STAINED SHINGLES. These edge-grain Western 
Red Cedar Shingles are a, time-proved exterior finish. They 
provide beauty of color, efficient insulation . . . and assure true 
economy, durability and low upkeep. 


Ee eee 


DRIFTWOOD PANELING. Its pleasing pecky surface, its grains, 
shades and coloring under various finishes make Driftwood the 
choice of designers of modern interiors. 


MONOCORD TIMBER TRUSSES. Engineered by Weyerhaeuser 
for economical erection of clear-span, post-free buildings with 
local carpenter crews and local equipment. 
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NU-LOC STUDDING. Short pieces of 2x4 are end-glued with 
finger-like joints to make 8-foot studs for vertical use. In common 
with all glued-up lumber, Nu-Loc Studding will stay straighter 
than a one-piece member, in stock and in construction. 


GLUED-UP WIDE BOARDS are produced in a variety of 
species. This glued-up stock is designed for exterior as well as 
interior use. Available in widths up to 40” in the rough, 29” 
$2S, or 23” S$4S. These boards will function as efficiently as 
one-piece stock. 


HEMLOCK FLOORING. West Coast Hemlock Flooring is grooved 
and tongued at ends and edges . . . and hollow-back finished, 
the same as hardwood. It lays up to form a tight, beautiful, 
serviceable floor that hardens with age. ~ ~ 


WOOD GUTTERS of Douglas Fir are unexcelled for durability 
and beauty. They are easily installed when the cornice is built 
and become a permanent part of the house. 


‘ 
I 
i 
' 
J 
i 
I 
; 
! 
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In addition to the complete line of 4-Square Lumber Products, Weyerhaeuser brings 
new interest and new vitality to your merchandising program with an important group 
of Lumber Specialties. 

Such products are true leaders in promoting the position of the modern lumber 
dealer— because they offer builders and owners special values in lumber use, lumber 
beauty, lumber economy. 

Use these Lumber Leaders to make your yard stand out as headquarters for better 
lumber products . . . to promote, point-up and highlight special values. 

These and other 4-Square Lumber Leaders stimulate interest. They can put your 

“ whole selling on a better level. Ask your Weyerhaeuser representative about improving 
your profit picture with 4-Square Lumber Leaders. 


Weyerhaeuser 


4-SQUARE LUMBER AND SERVICES 


WEYERHAEUSER SALES COMPANY e SAINT PAUL 1, MINNESOTA 
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“Abbott Fox Lumber Co. . =... . 





Northern Hardwoods—Northern White Pine—Northern Hemlock, Maple, Birch and Beech Floor- 
ing — these are the fine quality Northern Woods that the leading producers on this page are 


delivering today—just as they have been for many years past. 
higher today than ever before. See for yourself! 


Northern Lumber Firms on this page. 


Manutacturers and Concentrators of Hardwoods, Hemlock and 
White Pine. Planing Mills. Dry Kilns. 


tConnor Lor. & Land Co. (Connervite Mik.) foe Marshfield, Wis. 


Schneider Bros. Lumber Co. gOS Sa x 


*+Holt Hardwood Ce. . 2. 2. ww 


*+Boehm-Madisen Lumber Co. . . =. 


Cadillac-Soo lumber Co. . . St. 


K. D. & A. D. Hardwoods, W. Pine—Cedar Shingles. 
Posts, Poles—Laona Rock ee eb & Birch Fig.—Dimension stock. 


ft i Marquette, Mic Mich. 


Hemlock, Hardwood 
eS, Bet aanes. Hectag Milt ead De me 


Maple, Birch, Beech, Oak Flooring. 
ell types 


Strip, Assembled Block 
Herringbone, Parquetry types; Duty Flooring. 


Mills: Lake Linden & Marquette, Mich. (2); White Lake, Wis. 
Mirs. Hard Fig.. K-D Facilities available. 
K-D Hdwds. L.C.L. shipments from stock at Thiensville, Wis. 


Sault Ste. Marie, Mich. 


Northern Hardwoods, Hard M e § Hemlock, bn os 
Pine. Modern Dry Kilns. F. ies for . Resawing, etc. 


*Michigan Pole&TieCo. . . . 


Northern Hardwood Lumber. Old 
White Cedar Poles, Posts, Shingles, 


Newberry, Mich. 
aithful Hemlock, Northern 
, Soft & Hardwood Ties. 


tMember Maple Flooring Mirs. Assn. 


tron Mountain, Mich. 


Oconto, Wis. 


Standards of manufacture are 
For the utmost in satisfaction consult the 


*C. M. Christiansen Co. . tt Phelps, Wis. 


An outstanding Wisconsin lumber manufacturer — Hardwood. 
White Pine, Hemlock and Cedar Products. 


Wm. Bonifas Lumber CO. (wart aun) Sst, Neenah, Wis. 


Northern Hardwoods, White Pine, 
Modem Dry Kilns. Expert Millwork. 


“Underwood Veneer Co. . =. . ti; 


Northern Hardwoods, Hemlock. W. Pine at Bessemer, Mich. 
Veneers and Panels at Wausau, Wis. 


*Goodman Lumber Company . . . . tC. 


eso Harawoods, Hemlock, White Pine. Basswood, Hard- 
wood Dimsnsion. Planing mill. Dry Kilns. Rotary cut veneers. 


“Bay De Noqet Company , Op Beging 


Sales Office, 817 Pye J 
Hemlock, Hardwood L' 


Exchange, Chicago — Whit ‘Pine, 
umber — Shingles, Cedor Products, Lath. 


*Roddis Plywood Corporation . 
Roddis Lumber & Veneer Co. of 
Roddis Lbr. & Veneer Co. 
Compl. stk. N. Hdwds., Hemi 
Birch, Fig. Hdwd. Ven‘r'’d Doors. 


Marshfield & Park Falls, Wis. 


Mich. Ironwood, Mich. 
, Lid. ; « Sarult Ste. Marie, » Ontario, Can =. 
Mod. Dry Kiln facil. 


“Ahonen Lumber Co. . . . . =. ~~ Ironwood, Mich 


Northern Hardwoods, lock, White Pine, ag Hardwood 
Flooring. Fae oo Mill—Modern Dry Kilns. 


*Copeland Lumber Co. . . 


Sales Office—CHICAGO—135 5S. Le Salle St., Hardwood Lumber 
Dimension. Dry Kilns and Planer 


*Member Northern Hemlock & Hardwood Mirs. Assn 








CSS a 9 a 





22 


March 25, 1950, AMERICAN LUMBERMAN ©& . 


Ahhh hhhbh hhh hh 


Bessemer, Mich. 


Goodman, Wis. 


Atlantic & Ontonagon, Mich. 
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BARRETT* BUILDING PRODUCTS 
Asphalt Shingles, Roll Roofings 
and Sidings 
Built-up Roofings 
Sheathings and Building Papers 
Rock Wool Insulation 











Bituminous Paints and Cements 
Waterproofing & Damp-proofing Products 
Wood Preservatives 
































Superior product! Barrett-produced felts have a high rag 
content, give longer life because of their greater tensile strength 
and saturating capacity. Barrett* Prepared Roofing is more 
pliable, holds its mineral surfacing more firmly . . . assures real 
trouble-free performance. 


Wide Line! A great variety of weights, colors, and shapes to 
4 Meet every customer-demand. 


Convenient Packaging! Neat, attractive Barrett packages, 
Properly labeled, easy to open, thoroughly protect the product. 


Free Sales Helps! Barrett offers 330 outstanding sales helps 
...8ales promotion items, sample boards, sales literature. All are 
furnished at less than cost. Most of them are absolutely free. 


4-color National Advertising! Barrett is the only Asphalt 


Buitpinc Propucts MERCHANDISER 


Shingle advertised in The Saturday Evening Post in full 
color! These great ads are supported by hard-selling messages 
in other magazines. 


Barrett looks after its own! Barrett salesmen actively help 
their accounts build new business. 


It all adds up to better business for you! It pays to sell 
Barrett Prepared Roofings... join up with Barrett now! 


THE BARRETT DIVISION 
ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


205 W. Wacker Drive 
Chicago 6, Ill. 


*Reg. U. S. Pat. Off. 


1327 Erie Street 
Birmingham 8, Alabama 


36th St. & Gray's Ferry Ave. 
Philadelphia 46, Pa. 
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BUILD BETTER 
HOMES 












































WITH STAINED Shakertown Sidewalls 


Builders are enthusiastic about this wonderful side- 
wall for four prime reasons: 


1. Finished walls cost less! Pre-staining saves builders the 
time and cost of prime-coating. this saving, plus the 
reasonable cost of materials, makes sense. 


2. Application is simple and fast. A strip of shiplap for 
nailing guide is the only “extra” in the way of equip- 
ment. Any man who can drive a nail can ma 
Shakertown Sidewalls. 


3. Available in quantity and wide variety! A full selection 
of rich, pleasing colors lends perfect harmony to every 
style of architectural design. 


4. Architects approve them. Home buyers prefer them. 


_ Sales are easier. Customers are assured warm, attractive 
». homes with very low maintenance cost. 


For complete information, prices and color 
samples—plus attractive dealer sales plan— 
write the address below. 


ONCEALED JOINTS CONOMY FACTOR 





LEVELAND 4g 


Mare 
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F. T. C. “SLEEPER” AMENDMENT: The oleomar- 
garine tax repeal gives the Federal Trade Com- 
mission a big and tough expansion of its enforce- 
ment powers. The provision sets a new maximum 
penalty for violation of Commission orders; one 
that applies to any FTC order; and not merely to a 
cease-and-desist directive about the wrong kind 
of oleomargarine advertising. The new maximum 
is a $5,000 fine for each day of order violation. 


THE FEDERAL TRADE COMMISSION, which as 
you know has jurisdiction over cases involving 
false and misleading advertising and over certain 
actions in regard to price fixing and restraint of 
trade, has long wanted these more hair-raising 
powers. Often the agency deals with affairs sup- 
posed to be pinching millions from the public; yet, 
earlier, the penalty for ignoring an FTC order was 
a single maximum fine of $5,000. Some bargain! 


COAT-TAIL RIDER: Dairy interests, fearing oleo 
might start national advertising ithplying that it 
was a regular dairy product, asked the FTC to 
draft a more rugged penalty for such goings on. 
The FTC complied with alacrity; and, while at the 
job, it spread the new look over all its orders. 
Many business groups have anced that this 
wasn't according to Hoyle. 


F. T. C..“S GENERAL COUNSEL thinks the tougher 
penalty will help in getting attention paid to orders 
having to do with price fixing and restraint of trade. 
The agency seems to be drawing a bead on mak- 
ers of iron and steel products, electrical equipment, 


cement and salt. These are the early candidates; - 


the guinea pigs. 


SUCH PENALTIES can be imposed only after the 
Commission’s orders have become final; and de- 
fendants have the right to carry the cases through 
the courts. If the Commission wins these cases, it 
must then file civil suits against the alleged viola- 
tors to collect the fines. The court may impose 
lesser penalties, since these are maixmum amounts. 

Anyway, an agency doesn't usually’ sharpen 
up its teeth just for fun. Better watch it. 


CHANGES IN F. T. C. LAWS can be important 
ecause of possible impacts in the building mate- 
tials field. It could mean more horsepower behind 
the Clayton Act, having to do with “unlawful 
Testraints and monopolies,” and the Robinson-Pat- 
man Act, intended among other things to protect 
business and especially small business from unfair 
competition. These brave new teeth may encour- 


Z, the Commission to look around for more things 
© bite. 
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COAL SETTLEMENT: Everybody's glad the strike 
is over. Coal supplies recover quickly; and busi- 
ness; depending upon this fuel, snaps back in a 
hurry. Steel production has been hurt; but this 
may mean merely that the much prophesied pro- 
duction lag, supposed to be due in the second half 
of the year, will not show up. But don’t think for a 
minute that this coal ‘‘settlement’’ has settled any- 
thing. 


THE STRIKE lasted, off and on, for a year; reduc- 
ing the coal reserves to the low point where the 
UMW could threaten to stand the country up. 
Miners lost income, and operators lost markets, for 
keeps. But within a comparatively short time coal 
again will be in surplus; with jobs for possibly 
200,000 miners instead of 370,000, and with the 
UMW once more maneuvering to get all the miners 
paid full-time wages. 


WISHFUL THINKING? Maybe; but capital an- 
alysts say union workers are beginning to get sick 
of strikes that cost more, yield less, and irritate the 
public something terrible. Unions are not as strong 
politically as they were; have less chance of con- 
trolling the next Congress. Taft-Hartley will not be 
repealed; may be strengthened by putting unions 
under anti-trust laws. Joe Doaks says the entire 
coal affair is a stinkeroo. 


COMMERCE DEPARTMENT says unemployment 
in February rose to 4,684,000; not including work- 
ers idled by strikes. There was less increase in un- 
employment, however, than in February of ‘49. The 
Department of Labor asks no large increase of pub- 
lic works; but Secretary Tobin thinks theré should 
be reserve projects in readines, and he’s telling the 
Economic Advisers to hustle their business invest- 
ment plans, to create new jobs. 


THE FEDERAL RESERVE thinks consumer credit 
will rise for several months; due partly to install- 
ment buying of automobiles. This car buying is 
expected to whoop along through the summer. Out- 
standing car credits rose in January; usually a slow 
month for car sales. The Reserve Board isn't wor- 
ried over the current volume of credit, and ap- 
parently not over the upward trend. But it would 
like to have stand-by controls ready. 


HOUSING BILL: This bill, supposed to complete 
the housing program, is at this writing in trouble. 
No point to commenting until the final votes are 
taken. There’s been much objection to the original 
low interest rates and to the excessively long amor- - 
tization period. Also many efforts to take out the 
middle-income provisions. New home construction 
this year, so far, runs much higher than last year. 
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"COLOR DYNAMICS is important 
factor in increasing paint sales!” 


—writes large Pittsburgh dealer 
in Phoenix, Arizona 


exenetant 


arreyY 
ou racasune? 


9.6. OMALLEY © 





JAMES C. O'MALLEY, 


eaeretes and sales manager, 
The O’Malley Lumber Company. 


om everywhere who sell Pittsburgh Paints are’ protection which makes these benefits last longer. 
enjoying greater sales and profits than ever before 


because of the increasing number of home-owners who Why not take advantage of the big swing to COLOR 
have come to learn that they paint right with COLOR DYNAMICS and Pittsburgh Paints? We'll gladly have 
DYNAMICS and paint best with Pittsburgh Paints. one of our representatives call to discuss the possi- 
No other paint manufacturer can match the benefits to bility of you selling Pittsburgh Paints in your com- 
home-owners which derive from the use of this remark- munity. Write, wire or phone today! Pittsburgh Plate 
able painting system and the exclusive live-paint Glass Company, Paint Division, Pittsburgh 22, Pa. 


PITTSBURGH PAINTS 


PAINTS e GLASS * CHEMICALS e BRUSHES e PLASTICS 
ae > es oa 
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Amazing, New 
Metal Window Unit 


FAMOUS FENESTRA* CASEMENT 
OUTSIDE/INSIDE METAL TRIM 
COMPLETELY ASSEMBLED 
INSTALLED IN MINUTES ... 

: New Fenestra Casement with Outside/Inside Metal Trim NO TRIMMING penne 


Builders ‘simply — 
@ Set plumb in rough opening 
@ Nail to sheathing 
@ Anchor to studding 


You simply— 
@ Stock complete units in a few popular types and sizes. No 
loose fins, clips or bolts to bother with. 
@ Sell what builders want most—materials and methods to 


slash time and costs in building houses . . . and good-looking 
finished jobs. 


ie, 
Ly. 


Each trim member combines outside/inside trim in 
one solid piece— galvanized, Bonderized, prime-paint- 
ed steel. The unit is flashed on all sides for weather- 
tightness. It’s designed especially for frame and brick 
veneer construction—wet or dry wall. Also fits 8” 
brick or concrete block construction with 4” furring 
—wet or dry wall. 

All casement units are made of solid rolled steel 
sections of advanced design. Each is complete with 
hardware and provision for Fenestra Metal Screens 
and Storm Sash. Windows, Screen and Storm Sash are 
Bonderized, with a baked-on coat of prime paint. 
Hardware and screen cloth have a bronze-lacquer 
finish. These new units are available in all Fenestra 





R casement types and sizes. 

a Write today for full details—Detroit Steel Products 
i. Company, Dept. AL-3, 2269 East Grand Boulevard, 
rf Detroit 11, Michigan. +® 
te Construction Features of Trim 

a. 


DETROIT STEEL PRODUCTS COMPANY 
Dept. AL-3, 2269 East Grand Blvd. 
Detroit 11, Michigan 

Please send me complete information on new Fenestra 
Steel Inside /Outside Trimmed Residence Casement Win- 
dow Units. 


Ten estra 


WINDOWS « DOORS ° PANELS 
"I 3 


MAN & Buitpinc Propucts MERCHANDISER 





Name 





Business address 
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YOUR NEXT COPY 


of 


American Lumberman 


WILL BE THE 


1950 


DEALER PRODUCTS 


FILE! 


Never before has such a usable, complete, 
authentic book of lumber and building 
products data been printed. 


ESPECIALLY FOR YOU 
PERFORMS FIVE IMPORTANT SERVICES 


It's a Sales Manual. Never before has such a ccm- 
plete, usable, authentic book of product data been 
assembled—especially for you. 


It's a Building Products Cyclopedia. Do you remem- 
ber the Cyclopedia of Building Terms published by 
American Lumberman several years ago? Certainly 
you do. It has become one of the most famous and 
popular books ever published in this industry. 
The Cyclopedia, enlarged, abridged, and improved 
—serves as the index for the 1950 DEALER PROD- 
_ UCTS FILE. 

You will have both a thumbnail definition of every 
product fact and statistic in the front of the book: 
plus the complete explanation in one of the 25 big 
product sections. And it's ready for you to find in 
10 seconds or less. 


It's a Buyer's Guide. Using the same simple, easy 
to use index form; leading manufacturers and job- 





bers, their address, and the products they make or 
sell, are filed for you—ready to be located instantly. 
as you wish to get in touch with them. 


It's a Complete Products Catalog. More manufac- 


turers and jobbers will add their particular product 
story to the Dealer Products File than ever before in 
a retail dealer publication: making it the most com- 
plete building products catalog ever published — 
especially fer you. 


It's a Text to Train Men in this Industry. Experi- 
enced personnel are one of the most important 
requisites in this field. Every dealer, salesman. 
estimator, yard and shop man; in fact, everyone 
interested in the sale of lumber and building ma- 
terials, will agree that the 1950 Dealer Products File 
is the finest, most helpful building products book 
he has ever seen. 
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L-O-F Window Glass is easier to cut—and that’s 
no idle boast. Dealer after dealer tells us that state- 
ment is true and proved by his own experience. 

Think what that means to you!: Less ‘waste in 
cutting glass can have only one result: more profit. 
Better cut yourself in on this easy way to make 
more money. 

Here’s how to do it. First, call your nearest 
L-O-F distributor and get his advice on what sizes 


and quantities to stock. Then, fill out the handy 
coupon below, to get valuable information on the 
proper methods of cutting glass to avoid unneces- 
sary waste. That’s all there is to it. Help yourself 
to a bigger share of 1950 window glass profit with 
easier-cutting, easier-selling L-O-F Window Glass 
—the kind with the famous nationally advertised 
trade-mark. Libbey-Owens-Ford Glass Company, 
1235 Nicholas Building, Toledo 3, Ohio. 











LIBBEY: OWENS - FORD 
a Guede, amet GLASS 














Write 

for this 

profit-building CITY 
book today. 





LIBBEY-OWENS-FORD GLASS CO., 1235 Nicholas Building, Toledo 3, Ohio 
Please send my copy of “For Greater Window Glass Profits”. 


COMPANY NAME 





~~ (Please Print) _ 


STREET ADDRESS 





POSTAL ZONE 








YOUR GLASS DISTRIBUTOR 





REQUESTED BY___ 
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This powerful four-color page advertisement appear- 
ing in the April 8th issue of The Saturday Evening 
Post will give a tremendous boost to sales of paint 
and Gum Turpentine. Always recommend Gum 
Turpentine for use with oil paints. 








Spring Magic 


for Tired-Looking Homes 


| ae MAGIC, good paint and Gum Turpentine transform a tired-looking home into one 
of lovely color and beauty— inside and out. 
Authorities agree that Gum Turpentine should a/ways be used to thin paints for exterior 
painting. Experienced painters know that best results for interior painting are obtained om, 
with good oil paints properly thinned with Gum Turpentine. Gum Turpentine is a/ways T * Gum 
dependable— provides correct penetration to anchor the paint, does not affect color or Urpentine 
whiteness, adds durability to the paint film. ; i 
Don’t gamble with inferior substitutes. It’s always best to specify or use Gum Turpen- 
tine—g out of 10 painting contractors use Gum Turpentine when painting their own homes. 
Buy Gum Turpentine at paint and hardware stores, drug, variety and food stores. Insist 
upon Gum Turpentine—accept no other. 


AMERICAN TURPENTINE FARMERS ASSOCIATION 
General Offices: VALDOSTA. GEORGIA 
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J SPACEMAKER ost snr 


End Swinging Door Nuisances 
Increase Room and Closet Space 
Yet Actually Cost Less to Install 


Doors and Frame Comprise a Pack- . 
aged Unit Ready for Installation. 
Doors May Be Purchased Separately. 





































No wonder housewives everywhere choose Steelcraft’s new 
SPACEMAKER Steel Doors in preference to the old swing- 
ing, space-hogging kind. Just look at the diagrams— 
see how you have to claw and fumble to get at any- 
thing stored in the dead ends of old-style closets. 
Spacemakers open right up to whatever you want. 
Besides, Spacemakers permit full use of the room 
space in front of closets which must be kept free for 
ordinary doors to swing in. ; 


Nevertheless, Spacemakers actually sell for less than 
comparable wood doors and hardware. They save on 
construction costs, too—eliminate extra studs, lath and 
plaster—cut building time, too because they’re so 
quickly and easily installed. Once installed, they as- 
sure smooth, quiet operation—and trouble free service 
for years to come. Send now for complete details. 
Just mail the coupon below. 





STEELCRAFT ONE-PIECE > 
STEEL DOOR FRAMES Cut % 
Building Costs Still More. 



















PRACTICAL... Pe 
Easy to operate—Save space. Glide on bali-bearing rollers. 


Perfect team mates for Steelcraft rt be ate oR! re ot ; 

SPACEMAKERS, these sturdy No field cutting for hinges or . Sturdy all-steel protection. 

steel frames are also ideal for soak hardware. ATTRACTIVE... 

meyers LE ai ge of r] TROUBLE-FREE ... Satin Smooth surface takes any 
ood or metal. Use this up-to- Won't stick, crack, warp or sag. desired finish or color. 


date, improved product at a sub- 
stantial reduction in installation —~ 
costs, One-piece welded construc-. \ 
tion . . . won’t crack, shrink, 
swell or warp. Reinforced, 
Mitred corners won’t open. 
Hinges are spotwelded to frame. 
Completely enclosed dust box 
welded to frame; adjustable 
brass strike plate furnished. 
Mail coupon at right for full 
information. 























+. STEELCRAFT MANUFACTURING CO., 

9183 Blue Ash Road—Rossmoyne, Ohio 

(In Greater Cincinnati) 

Please send me full information on item checked. 


(CD Steelcraft SPACEMAKER Sliding Steel Doors. 
C) Steelcraft One-Piece Steel Door Frames. 























Name 

Company 
TEELCRAFT i 

City. State 
ANUFACTURING COMPANY My Position. een Type Of Busi 








ROSSMOYNE, OHIO (IN GREATER CINCINNATI) rast J ; j 
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IS AMERICA’S FAVORITE CALKING 






tows Your Fuyyoby 


OF THESE POPULAR PROFIT-MAKERS? 


-Ma-WAY 


WEATHER STRIP 























Easiest strip to sell because it’s the 


easiest weather strip to put om = M¥i- GARD automatic poor BOTTOM 


window, storm sash or door. Comes This new, improved automatic door bottom and draft 
in attractive — nye a eliminator is the most efficient, most practical door bot- 
taining 12-00 %. sells, cach wit tom of them all! Felt section automatically raises to 
nails and instructions. Really a 1 ¢ wh d Standard 1 ths 
fast seller—so keep well supplied! creer carpe ee zy ped Gpenes.. pansenate eng 

available in individual cartons with necessary screws 
and instructions. 








BRASS AND FELT DOOR BOTTOM WEATHERSTRIP 


The biggest door bottom value you can offer your “5 
customers. Made of wool felt and extra heavy Numetal 
uge brass. Furnished in standard lengths— WEATHERSTRIP FOR DOORS & WINDOWS 














ga : 

32” 36”, 42” and 48”—packed 14 dozen same Your old friend—the leader in weather strip sales for 

length to carton. Available in either brass nearly 30 years! Conveniently packaged in sets for win- Co. 
or aluminum. dows and doors in individual cartons. A perfect over- 


—-2 the-counter sales item. h can’t 
DRIP CAPS FOR DOORS AND CASEMENT WINDOWS wller f 


‘ : business 

Nu-Art Very effective for keeping rain quart, 

<> from dripping and running under gallon d 
doors and wood casement win- you dow 


THRESHOLDS 


These attractive thresholds can play a real role 
in your sales picture! Available in a wide 
variety of types and sizes. Three most popu- 

lar types are pictured above. Furnished in 
either brass or Alacrome, with holes drilled, 
screws furnished. Each threshold individual- 

ly wrapped in standard lengths up to 144”, 


dows. Very easy to install, no 
special rabbeting required. Fur- 
nished in either brass or alumi- 
num in any lengths desired. 
























NATIONALLY ADVERTISED 
Consistent advertising in leading national 
magazines tells millions of readers to 
. buy these quality products from 
you. Keep well supplied! 


GOT YOUR 


NEW 1950 CATALOG? 


Our new 1950 Catalog is just 
off the press. If you don’t 
have yours yet, send for a 
free copy! 
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The most efficient, 
most practical calking 
load on the market! 


If you need proof of the popu- t 
larity of Nu-CALK SPEED 
LOAD just take a look around 
a construction job that’s being 
calked. You'll see “empties” 
galore all over the lot! 



























< ea > Nu-CALK SPEED LOAD 
Pe reached this pinnacle of pop- 
mM Ni-Gjlaze Nu-Glaze ularity because it’s practical 


and so easy to use. The spe- 
cially designed cap insures 
perfect contact with gun noz- 
zle — can’t pull loose from 
fibre board tube. Glassine- 
lined container is air-proof, 
moisture proof, practically 
vacuum packed. Always has 
a smooth, even flow and easy 
trigger action. 


aft “Stine compoun? 





GLAZING COMPOUND | 












It will pay you to sell Nu-Glaze instead of 
putty. You make bigger profits! You satisfy 
customers because Nu-Glaze always “stays 
put!” Nu-Glaze is time-tested, sells fast 
and repeats. 


Na (ALK 


CALKING 
COMPOUND 













ws 
for 
yin- 
yer- 











Ss. 

CG-4 SPEED LOADER 
Here’s the other half of this 
unbeatable combination. Re- 
tails for only $1.95. It’s 
light, sturdy, fool-proof! 















It can’t be beat! It’s the “standard of 
talking compound quality.” A_ best 
vller for many years—builds repeat 
business. Available in 4% pint, pint, 
quart, gallon, 5-gallon cans. Also 55 
gallon drums. Nu-Calk will never let 
you down—order today! 
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CG-3 STANDARD 
Still favored by experienced 
calking appliers. Has easy trig- 
ger action and powerful piston 
action. Fitted for use with either 
Nu-CALK SPEED LOADS. or 
bulk calking. 


10 LOADS TO A CARTON! 
Packaged 10 loads to each car- 
ton (approx. one gallon) and 
4 cartons per shipping case. 
Freight: allowed on 8 cartons 
or more. 


, no 
Fur- 
lumi 





ORDER NOW — Your order will be 






shipped same day received! 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 








or 7 Fe e a ; are on 
| d Plywood Mill, Willaming, Oreg 
ate 


i a 4 
Above: Asse. td Plywood Mill, Eugen Oregon 
e 


Right: Associa 


eee from Oregon’s 
finest Douglas fir 


P) ,w00d is known as the “miracle” wood. 
How it gets that way at Associated Plywood plants 
is no miracle at all, but rather a combination of 
outstanding natural and man-made circumstances. 

The rich, rain forests of Oregon yield the fine 
Douglas fir that comes to Associated mills. These 
mills are among the largest and most modern in the 
plywood industry, with a number of manufacturing 
“firsts” to their credit. 

And in these mills work more than 900 skilled 

* ctaftsmen—men who have had years of training 
‘and experience. 
' The plywood they produce (both exterior and 
interior panels) is grademarked and trademarked— 
a double guarantee of product quality and user 
satisfacti@n. 

APMI trademarked plywood is available in the 
nation’s major building and distribution areas, in 
stock sizes for most efficient use. Your inquiries are 
welcomed at Associated mills, or at any of the 
listed warehouses. 





Panels up to 60 inches in width 
and up to 144 inches in length. 








2 MILLS WITH BUT 
SINGLE PURPOSE... 











APMI SALES WAREHOUSES 


Eugene and Willamina, Oregon 
San Francisco, 925 Toland St., 24 
Dallas, 4814 Bengal St., 9 

St. Lovis, 4268 Utah St., 16 


OTHER SALES WAREHOUSES 


BESSONETTE & ECKSTROM 
LOS ANGELES 11, CALIFORNIA 


PACIFIC MUTUAL DOOR CO. 
TACOMA 2, WASHINGTON 
BALTIMORE 31, MARYLAND 
CHICAGO 8, ILLINOIS 
GARWOOD, NEW JERSEY 
KANSAS CITY 3, KANSAS 
ST. PAUL 4, MINNESOTA 








ASSOCIATED 


GENERAL OFFICES: EUGENE, OREGON 
Plywood plants at Eugene and Willamina, Oregon <x Lumber mill at Roseburg, rege 
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Don’t Forget This One! 


Approximately two weeks from today you 
will receive as a regular issue of AL&BPM your 
copy of our 1950 Dealer Products File. 


This will not only be the largest issue of the 
AMERICAN LUMBERMAN in its 77-year history in 
both number of pages and number of copies 
printed, but it will be the most important and 
valuable issue ever published for our readers. 

It is designed to do for the retailer of lumber 
and building products what “Sweets Catalogue” 
does for the architect and engineer. 


It is a complete commodity selling guide cov- 
ering what the retail salesman needs to know 
to creatively sell the products in the dealers’ 
line. It has been edited by retailers for retailers 
from the retailer’s viewpoint. Three members 
of the National Retail Lumber Dealers Associa- 
tion Product Data Book Committee have con- 
tributed to the editing: Mr. Russell Nowels of 
Nowels Lumber and Coal Company, Rochester, 
Mich.; Ray Schaub of the Northern Indiana 
Lumber and Coal Company, Whiting, Ind., and 
Paul DeVille of the Bartlett Lumber Company, 
Canton, Ohio. 


It not only carries all the necessary technical 
information about products, but it is edited to 
cover the 38 things a salesman should know 
about each item in your line—such things as 
consumer benefits, how to write up specifica- 
tions, how to answer the questions consumers 
ordinarily ask, what related items to sell with 
each product, how to estimate quantities and 
prices, how to display and demonstrate, and a 
variety of productive selling tips. 


Furthermore, this material is organized into 
25 departments and completely indexed for 
ready reference so that the needed information 
is instantly available at the finger tips of your- 
self and your salesmen. 

One of the most unique features of this great 
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issue is the complete, easy-to-use index that 
places every fact, statistic and manufacturer’s 
product story at your finger tips. We call it the 
“10 Second Index” for that’s how long it takes 
to locate the information you want. 


Definitions of the technical terms concerning 
each product are included, and the entire book 
is carefully cross-indexed. 


Manufacturer’s advertising is segregated de- 
partment by department and the advertisements 
have been prepared to help the salesmen sell 
the brands designated. 


Not only will you find daily and hourly use 
for this book in retail selling throughout the 
coming year, but it will constitute a complete 
and comprehensive textbook for product train- 
ing in your organ: zation. 

Many dealers have devoted weeks and months 
of employes’ time to gathering, indexing and 
filing similar material. 

Now you will have this data between the cov- 
ers of a single book—compact, efficient and re- 
liable. 

In short, it is a gold mine of information 
which can be worth thousands of dollars to you 
if you will use it. 

Remember to have this issue routed to your 
desk for special attention and study and then 
instruct your organization in its use. z 

Many dealers have ordered extra copies for 
each of their sales personnel. If you wait ’till 
after publication they will probably not be 
available. (In spite of the large number of 
extra copies printed, we have never had 
enough.) So if you want some for your sales- 
men perhaps you had better wire. Extra copier 
are $1.00 each—over 600 pages. 

In any event do not fail to take advantage of 
this most important merchandising tool. 

There is nothing like it anywhere. 
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MASTER | 
MERCHANT 


COVER: Master-Merchant Allen W. 
- Schaffer 





Master’ Merchant Schaffer 


Sells 


Michigan retailer brings a fresh conception 
of merchandising to the retail lumber busi- 
ness. Service is his keyword—and price is 
not the question 


W E HAD talked to Allen W. Schaffer, of the Schaf- 
fer Lumber Company, Jackson, Mich., only a 
few minutes when we realized we were confronted 
with a fresh approach to this business of. selling 


Service, Quality 


building materials. Point-of-view is the keynote that 
makes Schaffer’s operation outstanding. Schaffer, 
and the men working with him, are conscious of 
everything but price. To put it another way, they 
don’t fight price; they ignore it. They don’t sell price. 
They do sell the service and the quality that goes with 
an article. How they do it makes their story. 

If each of us took a minute to inspect our own 
attitudes toward the retail lumber business, we'd 
probably come up with the statement that in the last 
analysis we'll meet price where necessary to keep our 
volume up. 

We may give merchandising a fling; but we know 
the possibility of a price cut is in the background if 
we need it to make the sale. 

Schaffer believed that merchandising meant more 
than a temporary defense against price cutting. He 
believed it could be a philosophy and way of doing 
business that would benefit dealer and customer alike. 
He believed the main street merchant has some les- 
sons to teach the retail lumber dealer. 

POINT-OF-VIEW 

Schaffer has brought the downtown merchandising 
point of view to the lumber store. When a druggist, 
a clothier or a grocer puts a markup on goods, he sells 
for that price. He may cut price for specific reasons: 
shopworn goods, leader sales, or promotion sales; but 
he does not cut to meet a competitor’s price on indi- 
vidual sales. Schaffer believes the retail lumber busi- 
ness can be operated the same way, and has been doing 
a good job of proving his point. 

Having adopted the point of view of the main 
street merchant, Schaffer marshalled the proper mer- 
chandising and advertising techniques to put over his 
program. 

Since Schaffer wanted above all else to avoid selling 
price, price is taboo in advertising, promotion and in 
direct selling to the customer. On the other hand, 
service, responsibility and quality are plugged when- 
ever and however possible. 

ADVERTISING 

The ad reproduced here is a good example of how 

institutional type advertising can be sharpened and 


THESE three houses are typical of dozens of owner-built homes 
constructed with the help of Schaffer Lumber Company’s met 
chandising service. Most homes are built after working hours 
and on weekends. Schaffer salesmen are available at al! times 
to help owners with building problems. Amount of work com 
pleted without outside help-depends on owner’s skill. 
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brightened up to create desire. A quarter page of 
space is taken each Sunday in the Builder’s page of 
the Jackson paper. The ads are constantly and ex- 
pertly conceived and laid out to build confidence and 
create desire for a home. 

Salesmanship takes over when the customer makes 
himself known. Everyone in the organization is thor- 
oughly trained to talk quality of product, product use 
and value. The salesmen know the details of building 
so thoroughly that they can estimate materials and 
costs and bend every effort to give the customer what 
he wants. 

So far, so good. Many a good dealer carries his sell- 
ing effort this far. Then, if salesmanship fails, he 
r falls back on price as a crutch to help make the sale. 
Not so Schaffer and his organization. 

The progressive dealer’s usual selling points are 
just the first wave of attack for Schaffer. The sec- 






APO Rae 


ond wave of attack is made up of service to the cus- LEFT TO RIGHT are: Hal Smith, estimator; Herbert Vuck,; 
tomer. This extra push is the selling force that avoids — Dick Horn, salesman; and John Lindbert, vice-presi-; 
ent. 


es 


price competition. And service to Schaffer is no mere 
at talking point. It means definite benefits to customers 
or, so that they can get cheaper, better housing. And 
of herein is the crux of Schaffer’s story. 


ey OWNER BUILDERS 


ce. Three-quarters of the company’s business is sold ; 

ith to individual customers who do most or all of their - +oe4 ; 
home building themselves in their spare time. B44 OO OP cages j 

wn Schaffer service stands ready to offer help at every ‘ 


e’d @ turn. Perhaps it can be best illustrated this way: 
ast when a salesman leaves the office, he flips a switch so 
ur that all calls are transferred to his home. He is avail- 
able evenings, weekends and holidays to show his cus- 
ow tomers how to hang a door, make a rafter cut, or float 
if finish cement. He schedules out materials and he gets 
help for the home: builder with wiring or plumbing or 
ore bricklaying if necessary. 
He In other words, Schaffer’s brand of salesmanship ; occ 
ns depends on hard work, long hours, and.broad product NEAT paint display and factory-built nail counter with con- 
e. and building knowledge, all aimed at giving positive cealed bins at one end of store. 
es- benefits to the customer. 
You might say Schaffer has swapped. the customer 
benefits of a begrudgingly given price cut for the 
ing benefits derived from the use of quality materials and 
ist, the savings accrued from the customer doing much 
ells of his own work. 


ns: As proof of the benefits of this kind of selling, 
but with the emphasis on practical product knowedge and 
\di- use, increasing numbers of contractors are bringing 


1si- their business to Schaffer’s. They find that expert 
ing product knowledge and really helpful service, pay off 

more in dollars and cents than a price concession on 
ain the materials bill. 


1er- OTHER SIDES OF BUSINESS 


his Schaffer, pointing to the telephone on his desk, said, 
tig “This little instrument is one of the most important 
ta factors in our operation.” His monthly bill runs more 
e than some dealers spend on phone calls in a year. With 
an its help, he turns many items of inventory as many as 
\5 times each year. Many lumber items fall in this 
category. 
Because he uses standard markups to yield a pre- 
po determined average gross, and then avoids price cut- 


ting with progressive merchandising, Schaffer can de- 
pmes ‘termine inventory by figuring cost of goods at 75 
mer: 

ours FRONT OF Schaffer store presents wide open view of numerous 
imes uilding materials displays. Spotlights highlight special dis- 
com: plays at night. Back of same building (see lower photo) fea- 
"res many building materials in use. 
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“A GOOD FARMER HAS 
EVERY ACRE WORKING” 


THe Simpson Locemnc Company has become a “‘tree 
farmer,” having under its jurisdiction over 160,000 
acres of logged-off land now growing trees in various 
stages of development. It takes about 100 years for a 
seedling to become large enough to be harvested and 
by treating trees as a crop there will always be sufficient 
logs to supply Simpson’s lumber mills, plywood plants, 
door factory and wood fiber plant. 

Just as a farmer must give his crop careful attention 
... from seed selection to harvest . . . so must Simpson 
“tree farmers” take every care.to bring about a bounti- 
ful harvest of trees. Good seed must be selected, seed- 
lings must be planted properly, protection from insects 
and animals must be provided and fire losses must be 
held to a minimum. 

Simpson planting crews carry on their work only 
where natural reseeding is retarded. Under our long- 
term sustained yield agreement with the U. S. Forest 
Service logging is done by selecting alternate blocks 
with an eye to natural reseeding. Thus, through good 
forest management, we can assure our customers of 
adequate supplies of forest products for many years 
to come. 


The Sure Way to Buy Quality... 


QUALITY 


Left, typical Simpson forest 
crew planting seedlings on 
burned-over land. Below, 
healthy stand of second- 
growth Douglas fir on 
Simpson logged-off !and. 


Douglas Fir Plywood 

The QUALITY of Simpson Plywood, manufactured in the center 
of the Douglas fir country, is known throughout the major 
distribution areas. All Simpson Douglas Fir Plywood is trade- 
marked and carries DFPA grademarks for your protection. 


Douglas Fir and Hemlock Doors 
Simpson Fir Doors, manufactured from old-growth Douglas fir, 
are available in all areas in all FDI grades, all specifications 
and all designs including the Simpson Flush Door. The increas- 
ingly popular Simpson Western Hemlock Door is manufactured 
in all FDI patterns. 


Western Lumber 

‘From our own forests and mills all grades and sizes of old- 
growth green Douglas Fir and Western Hemlack lumber are 
available especially to the water-borne markets on the 
Atlantic and Gulf Coasts. Our Redwood lumber is distributed 
by Northern Redwood Lumber Co., Russ Building, San Francisco. 


Acoustical Tile 


Available through authorized acoustical contractors is Simpson 
Acoustical Tile, specified by architects for its higher sound 
absorption, washable finish, and Hollokore drilled perforations. 


Insulating Board Products 

Small wood pieces (not bark nor. rotted wood), formerly 
unused or burned as fuel, go into the manufacture of Insulating 
Board Products including Interior Finish Board, Plank and 
Tileboard, Sheathing and Lath, Roof and Cold Storage 
Insulation, and Noisemaster Acoustical Tile. 


Guy 
on 


SINCE 1895 


SIMPSON LOGGING COMPANY 


PLANTS at Shelton and McCleary, Washington, and Klamath, California « SALES DIVISION: 1065 Stuart Bldg., Seattle, Washington 
SALES OFFICES: NEW YORK, SHREVEPORT, LA., FARGO, N.D., SAN FRANCISCO and LOS ANGELES ; 
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JOHN LINDBERT, above, shows one of many manufacturers’ 
displays used at Schaffer’s for attractive display of merchandise. 
Tools are natural sales items where customers build own homes. 


percent of sales cost. This figure is subtracted from 
beginning inventory, and purchases are then added to 
arrive at end of period inventory. Inventory of any 
particular item is determined by using the proper 
cost of goods figure for that particular item. With 
Schaffer’s method of selling at list, his inventory fig- 
ures are so accurate they are accepted by his fire in- 
surance company. 

Schaffer has been in the retail business for a num- 
ber of years at Manchester, Mich., 25 miles from 
Jackson. His merchandising methods developed so 


THIS typical Schaffer ad is beamed directly at the home buyer. 
It creates desire, brings in customers. : 






COMPLETE MATERIALS FOR A COMPLETE HOME ... . 
Watch for Our Grand Opening Announcement 


S 


LUMBER CO. 


DIAL 2-9392 251 W. PROSPECT 
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The store room (center), fer all types of wallboards, is adjacent 
to office. Overhead door makes access for truck loading easy. 
Moldings are stored on end in rotunda. 


much business in Jackson that he put up his new store 
and yard there last year. 

Key personnel include Allen W. Schaffer, president 
and general manager; John Lindbert, vice-president ; 
Herbert Vuck and Dick Horn, salesmen; and Hal 
Smith, estimator. 

We nominate Allen Schaffer as a Master Merchant 
because he has brought a thorough-going interpreta- 
tion of modern retail merchandising to the retail lum- 
ber business, and has made it pay dividends in the 
form of volume, customer acceptance, and profits. 


SCHAFFER’S statement of profit and loss gives him a quick 
over-all check on his business. 





SCHAFFER LUMBER COMPANY 
MANCHESTER - JACKSON 


Statement of Profit and Loss 


CURRENT MONTH YEAR TO DATE 





Merchandise sales : Rn lonacinooyeteninaal $ 
Sales returns 5 cnpleitiiiiaieah $ $ 


Cost of merchandise sold —hilaneiainasele $ 
Discount earned 





Contracting Revenue 
Other income 





ENE E re ee = ey aoe $ 
Expenses: 
Advertising — a a | 
Bank fees 
Contributions 
Depreciation 
Directors fees 
Delivery expense 
Equipment rental . 
Freight and express. 
Insurance: 
General _.. = 
Compensation ___.. 
Unemployment taxes —... 
TI cratiptipialinity ccteihisbebbictcnony 
Professional fees and collection 
atl a 
Office supplies and postage... 
Perishable tools 00 
Rent .. 
Repairs and maintenance... 
BD en ccpeeneqeaineeeeseeessces 
Subcontract labor 
Taxes: 











Papseld. 2... 
General 
Telephone .... 
SRE ek ets 




















"NET PROFIT Berore TAX... UE: cake. $ 
Provision for Federal income tax... Rhee ea 
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One Trial... and Tradesmen 
FAST-SELLING KINTRIM 





5 WORK-SAVING, TIME-SAVING, 
MONEY-SAVING FEATURES MAKE 

THIS NEW STAINLESS LINE AN 
INSTANT FAVORITE WITH TRADESMEN! 


(FOR Ye’ WALLBOARDS) 





/, CLOSED-END CORNERS—For faster installation of perfect 


corners—eliminates mitering on the job! 


2, CUT-AWAY FLANGES—For quick and easy installation of 
smooth, snug-fitting joints! 


3, LONG ATTACHING FLANGE—For solid, lasting attachment! 
4, DEEP RECESSES—For easy, secure insertion of panel! 


5, STAGGERED HOLES—For safe, wobble-free application! 


Exclusive Zualities of Statulesse Steel 
Give KINTRIM Customers Getter Value! 


t. ~N 
, ~ is 
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1| Ask for... 
1 | Stainless Steel WALLBOARD TRIMS 





@ Lifetime stainless beauty @ Highly resistant to rust and food acids 
@ Easy to keep sparkling clean e Rigid protection sions edges, seams 
@ No smudgy black “rub off” on and cornets of wallboard 

hands, aprons, towels, etc. @ Lowest cost per year of service 


| a 


a 


HOW TO FIT INSIDE CORNER AND CAP 


| 
| 
~~ 





Tradesmen don’t need urging to buy Kintrim Stainless 
Wallboard Trims, once they try them! 

Thereafter, they ask for Kintrim ... and you have a 
money-maker! Liberal mark-up—same as prevails on the 
complete line of Kintrim mouldings. Order from your 
wholesaler or write us for full details, today. 





KINKEAD INDUSTRIES 


INCORPORATED 
GENERAL OFFICES: 440 W. SUPERIOR ST., CHICAGO 10, ILL. 
FACTORIES: CHICAGO AND LOS ANGELES 
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sent to every newcomer to the city, Where the first two missives 


Texas firm has had excellent 
results from five letters— 
more store traffic, many com- 
pliments, and good collec- 
tions on past due accounts 











G OOD LETTERS can build good 

will and bring in past due ac- 
counts, as well. Reproduced on 
these pages are five letters sent out 
last year by Richards and Krueger 
Company, New Braunfels, Texas. 
Letter No. 1, a welcome letter, was 












over the signature of Harvy L. 
Richards, president and general 
manager. The other letters were 
signed by the treasurer of the 
company. ‘Letter No. 2, a thank 
you letter, went to over 1,300 peo- 


ple who were R & K customers and - 


paid their bills promptly. 

“Both of these letters brought us 
many, many fine compliments,” 
says Mr. Richards, “and we feel 
that they increased our store traf- 
fic and customer good will, too.” 

The other three letters proved to 
be satisfactory collection letters. 









brought in compliments, the last 
three brought in the money for 
past due accounts. Letter No. 3 
was sent to 92 delinquents, and 48 
responded. The fourth letter was 
sent to the remaining 44, and 30 
responded. Letter No. 5 was mailed 
to the remaining 14, and five cus- 
tomers replied. 

Of the nine past due accounts 
after mailing the three letters, 
three were charged off because the 
accounts were small and six were 
turned over to an attorney for col- 
lection. 









































































































LETTER NUMBER ONE 





Welcome to New Braunfels! 


We’re glad to have you with us, Mr. and Mrs. 
Newcomer, and hope you settle down here to 
“live happily ever after.” 


Now that the worst pains of moving are past, 
you probably are looking around for places to 
buy the things you’ll be needing. Please don’t 
forget to come and see us here at 686 South 
Seguin Street. And when you do, ask Ken 
Fiedler—he’s head of our hardware department 
—for the little gift he is holding for you. 


Mind if I tell you a few things about R&K? 
We are forty-eight people who can be a lot of 
help to both of you. Our slogan is “Everything 
to Build Anything,” which covers a lot of ground, 
but not quite enough at that. 


As you might expect, we can offer you every 
service connected with remodeling your home, 
or building a new one. There’s a drafting de- 








partment to translate your ideas into workable 
form, and other specialists to take care of all the 
other details of building and financing. 

Of more immediate interest to Mrs. Newcomer, 
perhaps, is our complete appliance department— 
ranges, radios, refrigerators, deep freezers, heat- 
ers and air conditioning, and all the smaller 
items that make kitchen work easier. You’ll find 
the great names in appliances represented on 
our floor; such household words as Kelvinator, 
RCA-Victor, Easy, Carrier, etc. 

Our hardware department carries a complete 
line of builders’ hardware, paints, wallpaper, 
tools, and all such items. This department also 
has several floor polishers which you are welcome 
to use without any charge, 

Make a note of the fact that our plumbing 
department maintains six trucks for repair work 
and installation of the nationally-known plumb- 
ing fixtures we sell—Standard, Crane, Kohler, 
Briggs. Another department you may not expect 
to find is our sheet metal department. It’s com- 
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Base Screed With 
Corner Fittings 
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* No. 700 No. 604 Bull Nose 
Partition Cap Corner Bead—3%" Radius 
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by all Building Codes in America_ 


Meet your local Code 
requirements with the fire-resistive qualities 
of Truscon Metal Lath and plaster. Sell Truscon Metal Lath . 
products to fill the needs for materials that are easy to erect and 
work over, assuring the finest quality of work in big areas, arches, coves 
and intricate designs. Sell Truscon Metal Lath products for the economical 
2” and 144” metal lath and plaster partition system for non-bearing walls, 
to attain the space economy and lower building costs now impera- 
tive in the industry. All Truscon Metal Lath products are manu- 
factured in accordance with U.S. Dept. of Commerce Simpli- 
fied Practice Recommendation R344. Write 
for free illustrated literature. 


@®ee@ee?eeee?e$e%?#@28?28e8e#e 
FREE Book on Truscon Metal Lath and Accessories. Write for it. The TRUS CON STEEL COMPANY 





Truscon Steel Company Manufactures a Complete Line of Metal Lath 
and Accessories, Including Practically All Items Necessary to Insure 
a First-Class Plastering Job in Any Type of Building Construction. 


YOUNGSTOWN 1, OHIO 
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pletely equipped to fashion and install heating 
duct work, metal roofs, gutters, flashing, and 
everything of the kind. 

Please consider this as a personal invitation 
to visit our beautiful store—both of you. Or 
call us if you need advice or estimates on “Every- 
thing to Build Anything.” 


Cordially, 
RICHARDS AND KRUEGER CO. 


LETTER NUMBER TWO 





Many of the letters I write during the course 
of the. year are requests for payment of past 
due accounts, but writing aie one is a real 
pleasure. 


I think it is just as important that we express 


our appreciation to customers who meet their. 


obligations with consistent promptness. Your-fine 
credit record deserves both our compliments and 
our gratitude. 


So please accept this letter as an expression of 


appreciation for the pRomptness with which you 
meet your obligations. 


It gives us real pleasure to have your account 
and’to be of service té%you. 


Sincerely yours, 


RICHARDS AND KRUEGER CO: : 


LETTER NUMBER THREE 





(Brought full payment from 52 percent) 


You will be surprised, no doubt, that you have 
overlooked our request for remittance in pay- 
ment of our bill, as per the inclosed statement. 

We know how easy it is to forget good inten- 
tions, and send this letter to you as a reminder 
of this outstanding account. Our wholesalers 
require us to pay our bills promptly, and we 
would greatly appreciate your sending us your 
check in payment of this account. 


Yours very truly, 


RICHARDS AND KRUEGER CO. 





LETTER NUMBER FOUR 





(Brought full payment from 68 percent) 


Enclosed is our statement which reflects a past 
due balance now over sixty days old. 

Last month, we wrote you reminding you of 
this past due account with the thought in mind 
that it had been overlooked; to date, we have 
received no reply and we are unable to find the 
reason why. If there is any reason for delaying 
this payment, write us or come in and discuss 
this account with us. You will find we are glad 
to help you liquidate this bill if special arrange- 
ments are necessary. 

The payment of this bill has been delayed 
much longer than is normal and it is necessary 
that we be extended the courtesy of an immedi- 
ate reply. 

Yours very truly, 
RICHARDS AND KRUEGER CO. 


LETTER NUMBER FIVE 





(Brought full payment from 36 percent) 


Woita you throw money out of the window? 
No, if course not! Neither would any other 
+ senftible man or woman. Why, then, is it that 
“B few people who otherwise handle their affairs 


a sensibly, jeopardize their credit rating by not 


paying their bills promptly? Your credit rating 


-is valuable—don’t toss it out the window. 


We are members of the credit bureau and we 
must. report all persons whom we have on our 
books from whom we have received no payment 
on their accounts in the past sixty days. 

The policy of this company is not to report 
these accounts until we feel sure no payments 
will be made. To date, in your case, no report 
has been made and one will not be sent the 
Bureau if we hear from you within the next week. 

Unnecessary delay will mean that collection 
must be effected through the Bureau and I am 
sure you do not care to have that; therefore, let 
us have your remittance by return mail. 

Thank you for your cooperation. 


Sincerely yours, 
RICHARDS AND KRUEGER CO. 











PLYTEX. 


with Plytex . 


1732 N. Elston Ave. 





1 Yew Wall Paneling 


BRINGS YOU MORE SALES 


Everyday more dealers are reporting faster and easier sales 
. the modern wall paneling. -Plytex comes in 
V,"—4' x 8' panels that can be painted, stained, varnished 
or waxed to give true three dimension beauty. 

Write or call any of the, Aetna offices for samples, prices 
and details of the Plytex Profit Sales Program. 


AETNA PLYWOOD & VENEER CO. 


ee?@ 





Chicago 22, 1! 


BRANCH WAREHOUSES: Grand Rapids, Mich., Indianapolis, Ind.,~ Rockford, Ill. 
SALES OFFICES: Detroit, Mich., Milwaukee, Wisc., Minneapolis, Minn., Marion & West Lafayette, Ind 


Richmond, Va. 
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* Impervious to acid, alcohols, alkalis 
. .. gasproof and fumeproof as well. 

* Will not chip, scratch or crack — is 
free flowing, self-leveling and non- 
yellowing. 

* Covers solidly in one coat without 
leaving brush marks or streaks. 

* Works freely under the brush with- 
out sagging or running—dries with 
a full body. 

* Gives a sparkling, ever-lasting 
whiteness no other enamel can 


provide. 
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N VARNISH ©? 


Manufacturers of varnishes — paints — stains — lacquers — synthetic 
enamels — cello film — soldering flux and special coatings. 





))) FOR TREMENDOUS, REPEAT 
PROFITS THERE'S NOTHING 
LIKE 


AMERICAN 
PLASTIC 
PORCELAIN 


The finest, fastest-selling 
synthetic plastic white 


enamel of all time! 









Dealers everywhere report sensational 
profits with American Plastic Porce- 
lain . . . thousands of delighted users 
say there’s nothing like it for beautifying their 
homes! So please your customers as you multiply 
your profits with this miracle product! Find out 
more about the plastic enamel that’s really going 
places . . . write now for complete information on 
American Plastic Porcelain! 





DEALERS: Ask, too, about the many other members 
in AMERICAN’S family of top quality paints and 
varnishes that will pay you bigger, year-’round profits. 
We invite you to send for particulars about repre- 
senting the complete AMERICAN line. 











Plan for Progressive 


Management 


BY JACK C. DAVIS | 


Davis Lumber Co., Hutchinson, Kans. 


WE HAVE a small organiza- 
tion. Our young, relatively 
inexperienced group of employes 


make up for their inexperience by 
their aggressiveness and willing- 
ness to learn. 

We want satisfied, permanent, 
loyal employes so we pay top sal- 
aries plus a share of the profits. 
All of our people live in their own 


Kansas firm, aided by business counselor, 
has defined the responsibility and authority 
of each member in the organization 


homes, which we built for them 
since the war. 

Each employe in a small organi- 
zation like ours is very important, 
To develop our personnel to the 
point of greatest efficiency, we be- 
lieve each employe should have the 





ORGANIZATION CHART OF 
DAVIS LUMBER AND HARDWARE 


OWNER 
AND 
GENERAL MANAGER 


/ ct , 


BOOKKEEPING 
MILL DEPARTMENT 
DEPARTMENT {LEASED DEPARTMENT) 


BOOKKEEPER OPERATOR 

















1. Accounting Records 

2. Payrolls 

3. Credits and Collections 

4. Bank Reconciliations 

5, Requisitioning of 
Accounting Forms 


1. Cabinet Work 
2. Mill Work 

3. Truck Bodies 

4. Store Fixtures 
5, Other Mill Work 


AX. 
4 *y 


DEPARTMENT | DEPARTMENT 2 DEPARTMENT 3 DEPARTMENT 4 DEPARTMENT 5 


CABINETS PLASTER, LIME, CEMENT, PAINT, PAINT SUNDRIES, MILL WORK, WALL- LUMBER, MOULDING 
FENCING, POSTS, BRICK, HARDWARE, ROOFING BOARD, CEILING TILE, AND WOOD SHINGLE 
TILE & CEMENT BLOCKS AND BUILDING PAPER, PLYWOOD, METAL PROD- 
INSULATION, GLASS UCTS, AND RENTAL 
AND ASBESTOS SIDING EQUIPMENT 











MANAGER MANAGER MANAGER MANAGER MANAGER 








+ Stock Control 
. Purchasing 
Receiving 

« Storeskeeping 
. Stock Display 
Sales Promotion 
- New Products 
Inside Sales 


Stock Control: 
. Purchasing 
Receiving 

. Storeskeeping 
Stock Display 
Sales Promotion 
New Products 
Inside Sales 

all Departments all Departments 
Complaints 9. Complaints 
Department Price Book 10, Department Price Book 


« Stock Control 

« Purchasing 

. Receiving 

. Storeskeeping 
Stock Display 

. Sales Promotion 
New Products 
Inside Sales 


« Stock Control 

- Purchasing 

- Receiving 

. Storeskeeping 

Stock Display 

Sales Promotion 

New Products 

. Inside & Outside Sales 

all Departments all Departments all Departments 

9 Comp aints e Comp aints ° Comp! aints 

10. Department Price Book 10. Delivery 10. Fix-it Service 
Ht. Truck Maintenance U1. Department Price Book 
12. Office Cleanup 
13, Department Price Book 


1. Stock Control 
2. Purchasing 

3. Receiving 

4. Storeskeeping 
5. Stock Display 
6. Sales Promotion 
7. New Products 
8. Outside Sales 
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JACK C. DAVIS 
OWNER AND GENERAL MANAGER 


key employe in the firm. Each man is encouraged to <o some 
creative thinking about his own department. 


ORGANIZATION CHART of the Davis Lumber and Hardware 
Co. indicates the field of responsibility and authority for each 
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s Authentic Colonial - 


Packaged for CONVENIENCE 
Packaged for PROFIT 









































» Designs in sizes 
i for every need 





by 








@ Depend on GREGG for mill- 
work of superior design and 
outstanding craftsmanship. 
They are traditional with 
GREGG, known to generations 
of satisfied GREGG customers. 


But look also to GREGG for 
modern millwork packaged for 
easy handling and easy storage; 
packaged to reach the job un- 
damaged, ready to install with 
a minimum of labor and fitting; 
packaged for economy in ship- 
ping or trucking; packaged to 
better satisfy your customer, 
to bring you more business, and 
increased profits, hoped in and 
year out. 
























GREGG Base and Wall Units, 
Cabinets and Drawer Cases 
for kitchen and many other 
uses, save ‘time, labor and 








money. 


In the GREGG Packaged Line 
of Millwork you will find en- 
trances, door -and window 
blinds, shutters, corner cab- 
inets, mantels, kitchen units, 
base and wall cabinets, drawer 
cases, cupboard doors, louvres 
—every one a quality item, 
efficiently produced and priced 
to yield a practical profit to the 
dealer. 


“Woodlife” treated Ponderosa 
Pine and hardwood construc- 
tion assure lasting beauty and 
long, satisfactory service. 


Corrugated carton packaging 
gives full protection from mill 
to job. 


Let GREGG’S catalog bring this complete, practical 
line to your desk. It is available to recognized dealers 
now. Send for your copy TODAY. 
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a MILLWORK 
GRE count 
£ & & giNC.  quatiry 
: o : > SINCE 
= : Nashua, |New Hampshire 1719 
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a profitable, 
growing market that 
you can easily tap 


A small stock of 
= DeMuth hardware 
=sets you up in 

~business 


RING farmers to your yard for the 

few simple things it takes to keep 
silos in good repair. The extra capac- 
ity loads of recent years have meant 
extra strain — needed reinforcement 
or replacement of old members. 

DeMuth — for 25 years specialists 
in silo hardware — makes, of galvan- 
ized-coated steel, the rods, lugs and 
splines required. Many alert dealers 
have found this business easy and 
profitable. Plan now to pick up your 
share. Write today for the interest- 
ing facts. 


DeMUTH STEEL PRODUCTS CO. 


20 N. Wacker Drive — Chicago 
FACTORY — ZUMBROTA, MINNESOTA 


Warehouse stocks maintained 
at Chicago and Pittsburgh. 





greatest possible latitude for the 
purpose of increasing volume, mak- 
ing our present volume more prof- 
itable, or both. 


The organization chart and of- 
fice precedure we have developed is 
intended to give each man a sense 
of pride and responsibility in his 
job. He is encouraged to do some 
creative thinking about his own 
department. 


Recognizing our limitations in 
this field, we retained the services 
of W. J. Wakefield and Co., busi- 
ness consultants, Hutchinson, Kans. 
Mr. Wakefield was not bound 
by tradition in the retail lumber 
business; ours was the first build- 
ing materials firm to secure his 


JACK C. DAVIS 


services. Consequently, we have a 
tailor-made setup designed for our 
problems and their solution. 


As a veteran of World War II 
returning to active management of 
our business, I found that we were 
so busy with everyday details that 
we had no time to find out where 
we were going or why. In short, 
no planned method of operational 
procedure and_ responsibility. I 
feel sure we have solved this prob- 
lem. Each employe now has spe- 
cific responsibilities and authority. 
We have eliminated loose ends. 
The beneficial results of our new 
office procedure are beginning to 
show. 


(For further details about the 
Davis Lumber Co., see the Master 
Merchant article about this firm in 
AL&BPM, February 28, 1948, 
pages 31-35.) 


Public 
Relations 


Handbook 


Coming 


by 
CLYDE A. 
FULTON 


Vice-president, 


NRLDA 


IT SEEMS particularly impor 
tant that work in the field of pub 
lic relations be begun at the na 
tional level. Our story as a 
industry must be clearly stated and 
uniformly told if we are not to 
further confuse public thinking in 
the construction field. 

Your National office has ae: 
deavored to work with all othe 
industry organizations in _ telling 
the story of the construction in 
dustry that the public may have a 
overall understandable picture of 
what has been accomplished. 

Soon we hope to release a hant: 
book for dealers, which should bk 
of help to you in recognizing situ 
ations in your business and in your 
communities that will make gooé 
publicity releases. It will also hep 
you build better public relations for 
your own company and more éfi- 
ciently use the material sent t 
you from your association office. 

Public relations is closely tie 
up with every phase of nationd 
activity. It is the heavy artillery 
in every campaign where a legis 
lative proposal is involved. Publi 
relations means creating and secll- 
ing reaction from local commun: 
ties for the members of Congres 
during their consideration of vital 
legislation and should furnish yol, 
the dealers, with the informatio 
vitally necessary to a proper undel- 
standing of the problem by youl 
community. It is only by hearing 
from his constituents that a Cor 
gressman can measure the intel 
ests of the people he represents 
You are doing a fundamentally 
American job, when you bring " 
your community a clearer undel- 
standing of the dangers inheretl 
in some of the legislation that ha 
been proposed. 

No better example of good pub 

Continued on page 71 ; 
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TIP ON LOADING OUT 
BAG GOODS QUICKLY 


Friction brake makes it ‘easy 
to unload from second story 


LOADING out bag products 


from their second-story warehouse 
easily and without breakage has 
been solved at the Philadelphia 
yard of the Peter Lumber Co. by 
the chute arrangement you see il- 
lustrated. 

To prevent bags of lime or ce- 





MAN at the bottom of the chute can 
control speed of descent of bagged prod- 
uets with the bar on the left of the chute. 


ment from picking up too much 
momentum, a single wooden bar 


running the length of the chute 
has been attached with a hinge, 
allowine it to be swung. 


When a bag of cement is placed 


on the chute, the receiver at the 
bottom ‘ust pushes the bar towards 
the cement bag, forcing it against 
the sid« of the chute. The bag can 
be stooped at any point in the 
chute, 

Buitp. s¢ Propucts MERCHANDISER 


MIRROR IS VALUABLE 
POINT-OF-SALE AID 

SOMETIMES a post or a parti- 
tion, or some other structural 
hindrance to good store layout can 
be turned to advantage. Here is 
a case in point. 

The Montgomery County Sup- 
ply Co., Colmar, Pa., has a stair- 
case running to the second floor 
in- the middle of the store. To 
make it less conspicuous, a display 





MIRROR helps increase interest in build- 
ers’ hardware. 


counter for builders’ hardware was 
built beneath the staircase. 

A large mirror was attached to 
the rear of the staircase, reflecting 
the display and making it appear 
twice as large. This novel display 
is credited with increasing the 
sales of builders’ hardware. 





IN your desire to close a 
sale, you can be fairly com- 
pared to a batter in a ball 
park who would like to score 
a home run for his team. 

In order to score, you know 
what the chap at bat has to 
do. After smacking the ball 
a good, hard clout in the right 
fence-top direction, he has to 
run over to first and touch 
it. And, if he wants to score, 
he can’t stop there. 

He has to go on and touch 
second. Still he can’t stop. 
Nor can he short-cut across 
the diamond to home. 

On still further he has to 
go, and touch third. Then, 
and then only can he come in 
for a score. 

Same way, essentially, with 
selling. You, too, in each 
sales presentation to a cus- 
tomer, must touch each base 

. must sink your selling 
spikes into each major point 
of your story. 

If you fail to do that for 
one reasOn or another... 
perhaps because you, yourself, 
have become bored with the 
repetitive retelling of your 
own selling points . .. then 
your penalty for base skip- 
ping is likely to prove the 
same as it proves in a ball 
park. No score! 





THE SALESMAN'S CORNER 


So beware this line of rea- 
soning in advance of a sales 
talk: 


“Since this guy I am going 
to talk to is a smart cookie, 
chances are he’s already thor- 
oughly familiar with most of 
my selling points. Maybe I’d 
only be boring him with stale 
old stuff if I gave him the 
complete treatment. Guess 
I’d better just hop-skip and 
high-spot through my spiel.” 

Once you begin figuring 
that way, WATCH OUT... 
because unless you’re careful, 
you may soon find yourself 
skipping bases on all your 
calls . . . little by little leav- 
ing out more and more of 
what makes customers 
WANT to buy. And, in so do- 
ing, you violate the first 
principle of good closing: 
TELL A STORY COM- 
PLETE ENOUGH TO 
JUSTIFY A CLOSE! 


This month, as your self- 
assignment, determine not to 
violate that principle. Put 
it to work on every sales call 
you make . . . whether for- 
mal or informal . . . whether 
short or long. TOUCH EACH 
BASE! 


—Richard C. Borden 
The Dartnell Corp. 
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AMONG THE DEALERS 





News of National Interest from Organized Dealer Groups 





CONVENTION NEWS 


INDIANA 


The 66th annual convention of 
the Indiana Lumber and Builders’ 
Supply association drew 3,000 reg- 
istrants despite prevailing bad 
weather. 150 exhibitors took part 
in the meeting. 


The convention was generally 





W. I. Brunton, newly elected president of 
the Indiana Lumber and Builders’ Sup- 
ply Association. 


looked upon as one of the best yet 
held by the group. 

Officers elected included W. I. 
Brunton, W. L. Hubbard Lumber 
company, Scottsburg, Indiana, 
president; and John C. McCormick, 
McCormick Lumber company, 
Lawrence, Indiana, vice-president. 


INTERMOUNTAIN 


W. Arthur Jones, of Cedar City, 
was elected president of the Inter- 
mountain Lumber Dealers’ associa- 
tion as the organization concluded 
its seventh annual convention at 
the Hotel Utah here March 2, 3 
and 4. Mr. Jones is manager of 
the Cedar Lumber & Hardware 
company and is widely known in 
the Intermountain area. He suc- 
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ceeds M. L. Horsley, 
Springs, Idaho. 

Other officers are: G. G. Morris, 
of Rock Springs, Wyo., and Charles 
Bohrer, of Pocatello, Idaho, vice 
presidents; Melbourne Romney, Sr., 
Salt Lake City, secretary-treas- 
urer, re-elected, and Mr. Horsley; 
H. B. Richards, Salt Lake City, 
and W. B. Jex, of Spanish Fork, 
directors for three-year terms. 
Holdover directors are: S. C. Rob- 
inson and A. E. Anderson, Jr., 
Salt Lake City; E. D. McCaslin, 
of Burley, Idaho; Vance Petersen, 
of Gunnison, Utah; H. B. Wheel- 
wright, Ogden, and W. W. Weigle, 
of Jerome, Idaho. 


Salt Lake City was chosen as 
the 1959 convention site. 

Delegates at the conclave were 
told by George Brosch, of Detroit, 
head of a business building services 
organization, that the bottom of 
the sellers’ market has been 
reached. “Now we are on the 
buyers’ market uphill climb,” he 
said. “There has been a complete 
‘about face’ in the attitude of cus- 
tomers since the war. The new 
buying picture has come into focus 
today and only the force of real 
salesmanship can compete in the 
buyers’ market successfully. Need 
for sales training is vital.” 


Lumber dealers were on hand 
for the sessions from Utah, Idaho 
and Nevada. 

Lumbermen can organize efforts 
to make their industry the nation’s 
greatest, or they can sit idly by 
and see their government and their 
business destroyed, said Harrison 
Wood, Washington, D. C., widely 
known world reporter and com- 
mentator. He envisaged a bright 
future for the industry, however, 
and urged enthusiasm and perse- 
verance to win. He advocated ex- 
pansion of the anti-trust act to 
include labor monopoly, and said 
such legislation was “not too far 
off.” 

C. W. Gamble, national director, 
reported on the National associa- 
tion’s program for 1950, declaring 
that the Washington bureau had 


of Soda 

















served members well in keay 
Congress informed on the ing 
try’s position. 

Melbourne Romney, Sr.,, 
Lake City, reported on the 4 
ciation’s finances. Robert L, 
Gree, manager of the Peat, y 
wick, Mitchell and Co., Salt 
City accountants, discussed | 
golden rule in business relatij 
ships. 

Dr. David E. Faville, profes 
of marketing, Stanford universi 
said business outlook for lum 
dealers during 1950 was bright, 

Highlights of the convention} 
cluded exhibits of building mg 
rials and a jamboree of { 
suppliers, a banquet and day 
which closed the festivities. 


SPRINGER REPORTS 


Hoo-Hoo garners many 
members at the conventi 


NORTHEASTERN CONVENTION 
Again, through the splendid 
operation of Paul Collier, See 
tary of the Northeastern Lumix 
men’s Association, Hoo-Hoo had 
prominent spot on the programi 
that Convention. On Monday, J: 
uary 23, the New York Hoo-hh 
Club No. 119 staged a Concat: 
which 15 kittens were initiated 
Vicegerent Sam Wisner, 362 
conducted the Concat, assisted lj 
Officers and members of the Na 
York Club. Supreme Snark Marti 
Wiegand, 44882, was present 
guest of honor. The big Conva 
tion dinner for Hoo-Hoo and 0 
Timers climaxed the day’s acti 
ties. 
1 were represented. President 
the New York Club, William 
Morelli, 47946, Vice Presida’ 
Austin G. Beacham, 47491, all 
Secretary-Treasurer Alfred l 
Wise, 51300, are the active Officer 
of the New York Club. 


NORTHWESTERN CONVENTION 
Twin Cities Hoo-Hoo Club 


12 initiated 48 kittens at the Cum 


cat scheduled for the first day ¢ 
the Annual Convention of tt 
Northwestern Lumbermen’s Asi 
ciation Tuesday, January 17, # 
5:09 P.M. and which followed ti 
President’s Luncheon. 

Snark Marty Wiegand acted # 
visiting officer and spoke brill 
to the new Cats on the work 
Hoo-Hoo. 

John Giles, 45006, was the Chal 
man in charge of Arrangemelli 
for the banquet and stag whith 
followed the Concat. It was %# 


tended by about 700 Conventidl] 


members. 
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It is with pride and anticipation to better serve the trade 
that we announce the latest addition to our family of sup- 
pliers: 

The HARDEL PLYWOOD CORPORATION of Olympia, 
Washington. 


Having been appointed to handle their entire sales, we 
shall be able to supply Douglas Fir plywood, size 48" x 72" 
and smaller, Industrial grades and Sheathing for specific end 
use. 

Our fir plywood suppliers include: 

Associated Plywood Mills, Inc. (APMI brand) 

Industrial Plywood Corporation (IPC brand) 

Hardel Plywood Corporation (PMD brand) 


DOUGLAS FIR 
PLYWOOD 


Douglas Fir 
Doors 

Pine Doors 
Pine Plywood 
Flush Doors 
Frame Stock 


Mouldings 


INDUSTRIAL 
PLYWOOD MFG’‘D 
TO CUSTOMER 


SPECIFICATION 


~" PACIFIC MUTUAL DOOR CO. 


TACOMA BUILDING ¢ TACOMA 2, WASHINGTON 4¥ 
MILLS—OREGON, WASHINGTON, CALIFORNIA ZA 


WAREHOUSES FIVE PRINCIPAL CITIES 
Garwood, N. J. @ Baltimore 31, Md. © Chicago 8, Ill. © Kansas City 3, 


for WESTERN %> WOODS 








IDAHO WHITE PINE 
PONDEROSA PINE 
ENGELMANN SPRUCE 
INLAND RED CEDAR 
FIR AND LARCH 


% MOULDINGS 

dk FRAMES 

%& CUT STOCK 

%& CUT-TO-LENGTH 
TRIMS 


— Sales Office — 
449 Peyton Building 
P. O. Box 1290 
Telephone MAdison 0121 


SPOKANE, WASHINGTON 
Double- length sawlogs at the millpond of Pack River Lumber Co., Sandpoint, Idaho. 


| PACK RIVER SALES COMPANY 


Pack River Lumber Co., Sandpoint, Idaho 
Representing [ Northwest Timber Co., Gibbs, Idaho 
Thompson Falls Lumber Co., Thompson Falls, Mont. 


—... 
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Why Not Sell ''Safety''? 


Good Old Uncle Sam, ever-solicitous 
of the welfare of his citizens (except 
when it comes to taxes) has pub- 
lished a 190page book entitled 
“Safety for the Household.” Says 
the foreword: 

“Forty percent of all accidents in 
the United States take place in and 
around the house.” 

Perhaps this is only natural since 
people spend more time in houses 
than anywhere else. Nevertheless, 
many homes are exceedingly danger- 
ous and there is much room for more 
intelligent planning in order to elimi- 
nate the hazards which cause most 
of the trouble. 

As long as we must live in houses, 
why shouldn’t they be made as safe 
as possible? “Safety” makes a power- 
ful sales point. 


A sale like a fight is won on 
points. 


"Care and Repair of 
the House" 


This is the title of another pub- 
lication (209 pages) that is very 
much worthwhile. It contains infor- 
mation of value to every home owner. 
Tells where to look for trouble and 
what to do about it when located. 
Sells for 50c (Superintendent of 
Documents, Washington, D. C.). Too 
bad so few householders know about 
it. Might be a good idea to buy a 
few copies for the benefit of re- 
modeling or modernizing prospects. 
“Care and Repair” makes an inter- 
esting advertising theme, too. 


Nothing irks customers more 
than indifference or lack of 
know how. 


Where to Tap 


Remember the story about the fac- 
tory owner who received a $150 in- 
voice for the repairing, by an expert, 
of a piece of equipment which had 
baffled his own technicians. Since the 
job had only taken a few minutes he 
demanded an itemized statement. In 
a few days he received it. Actual 
labor, $5.50. Knowing where to tap 
to locate trouble, $144.50. It’s the 
same way with homes or anything 
else. 
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“Know how” is a powerful sales 
maker. 


Service Is the Thing! 


“Tl send a man who will locate 
your trouble,” said the lumber dealer 
when we told how annoyed we were 
because of a seepage of water into 
the basement from the wall on one 
side of the house. Half a dozen re- 
pair men had failed to locate the 
trouble. 

“It’s not where you think it is,” 
said the lumber dealer’s Mr. Fixit. 
When we insisted on a firm price for 
the complete job we settled on $20, 
which seemed extremely reasonable. 
Nor did we change our mind when 
the work took less than an hour of 
one man’s time. Service was what 
we wanted and hadn’t been able to 
get. The dealer who found it for us 
earned our business and enthusiastic 
recommendations to our friends. 


No Follow-up 


A friend of ours wants to switch 
from coal to oil, but is discouraged 
because he hasn’t been able to do so. 
Last July the local agency of a na- 
tionally-known oil burner promised 
faithfully he would look into the mat- 
ter. He never did. Every time our 
friend reads the full-page ads of the 
manufacturer he says he feels like 
writing a letter of protest. 

“What good would it do?” he adds 
with a shrug of the shoulders. “It 
wouldn’t get me the oil burner! The 
local outlet is no good.” : 


The chasm between consumer 
desires (or needs) and their 
fulfillment was never wider or 
deeper. 


100 Miles Closer 


Here is a story told us recently by 
a Minnesota lumber dealer: 

“IT needed a carpet for the living 
room in my new home so I called up 
the local dealer. He promised to stop 
in. Several days passed. I called 
again. He said he had been busy but 
would attend to it before the end of 
the week. Another week passed. No 
one appeared. In the Minneapolis 
paper the following Sunday I read 
an ad that caused me to drop into 
the store the following day when I 
was in the city. The next forenoon 
a salesman was on the job measured 


MERCHANDISING 
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the room, made the sale. In two day 
the carpet was in place. 

“Despite the fact that out log 
dealer was 100 miles closer and hij 
been given three weeks to make ti 
sale, he is so mad he hasn’t spok 
to me since!” 


Everything hinges on what 
happens at final point of sale. 


Why Mail Order Houses Get 
the Business 


Mail order houses couldn’t exist i 
it were not for the indifference or it 
efficiency of local stores. Perhaps thi 
indifference isn’t intentional. It my 
stem from the lack of ability to o. 
ganize the day’s work. No local stor 
in any town in the Uinted States i 
so busy that it should require thre 





weeks to take an order for a carpe 
The carpet salesman who drove ll! 
miles to make the sale got the orde 
because he was able to render ¢eé 
cient, prompt service. Price wasn't! 
factor and seldom is under such ci 
cumstances. 


If you want to have a thing 
done take it to a busy man... 
or store. 


Widely Known "Secret" 

The busy store is busy because 
its ability to organize its selling pie 
gram ... and to follow through @ 
its promises. It finds a way to 
things on time. That, as much # 
anything else, is one of the iid 
secrets of success of our most pri 
perous stores. Exasperating waits 
drive customers from store to stot 
in search of service. 












Service not only attracts cus- 
tomers it keeps them 
coming back. 


Price Is Blamed for too 
Many Things 

At a time when the fear of pritt 
competition is becoming a mall! 
worry to retailers everywhere, it * 
well to remember that no great I 
tail institution ever was bui!t up ™ 
its ability to undersell. It took sel 
ice, and plenty of it, in addition “ 
price. The lowness of the price ® 
seldom as drastic as most competito® 
believe. Price gets the blame fot 
too many things. 
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inside Door Jambs 
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Through modern remanufacturing plants located in the heart of the 
Ponderosa Pine region, Firpine is set-up to really give you service on 


—— mouldings, furniture dimensions and high grade lumber spe- 
cialties. 


Firpine also manufactures Ponderosa Pine lumber and wholesales all 
species of Western Woods—lumber, millwork, mouldings, cut stock and 
specialty items. 


Consult us on your needs in Western Woods. 


. * OUR MOTTO: “If It’s Made of Wood, We Sell It.” 


Propucts COMPANY 


525 CORBETT BUILDING—PORTLAND 4, OREGON 














R. A. Holmes 
C. F. Mimnaugh 

















White River has been supplying satisfied customers for over half a century—and 
will continue to do so for years to come. 


The Douglas Fir and West Coast Hemlock — from our timberlands on the slopes 
of the Cascades is the finest you can find anywhere. Our careful manufacture, 
seasoning and grading assure you the quality lumber your customers demand. 


WHITE RIVER LUMBER asuineron 


SINCE 1896 
Branch of Weyerhaeuser Timber Company 
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Products .... Sales 


The Farm Drainage Handbook is 
a worthwhile guide to all dealers 
confronted with drainage problems. 
Benefits of proper drainage are told 
—where drainage is needed—methods 
of drainage—the design of a system 
and typical installation. An overall 
picture includes disposal points, out- 
lets, mains, and laterals. The booklet 
also features the manufacturer’s 
drainage materials and illustrates the 
application of the materials in use. 
For copies of the booklet write The 
Bowerston Shale Company, Dept. AL, 
Bowerston, Ohio. 


The Pak-Loader Fork Truck System 
of palletless handling is described in 
a four-page bulletin. Twelve pictures 
and four line drawing illustrate the 
application of the system to the trans- 
porting and tiering of loads of sacks, 
cartons, bails, and drums. Text, pho- 
tos, and line drawings explain two 
typical handling cycles and indicate 
how the palletless system, comprising 
fork trucks equipped with pusher 
mechanisms and several steel plates 
per truck, saves storage space, man- 
ual loading, demurrage, and handling 
costs. Write The Yale & Towne Man- 
ufacturing Company, Dept. AL, Phil- 
adelphia Division, Roosevelt Blvd. & 
Haldeman Ave., Philadelphia 15, Pa. 


The complete American line is 
shown in a new illustrated bulletin. 
This includes floor sanders in 8” and 
12” drum widths; portable electric 
8%” saw; floor edgers with 5%” and 
7” diameters; American DeLuxe Floor 
Maintenance Machines in sizes with 
14”, 16” and 19” brush spread; and 
small sanders including the Speedy 
Spinner, 54%” dise diameter, and the 
Sanderplane belt sander. Circulars 
free upon request. Write American 
Floor Surfacing Machine Co., Dept. 
AL, Toledo, Ohio. 


A new counter book for paint deal- 
ers, designed to help both the clerk 
and his customers, is the “Du Pont 
Guide Book to Successful Painting.” 
A notable feature of the guide book 
is the use of large 9 x 12 inch color 
sheets, instead of the more traditional 
color card showing only small ex- 
amples of available shades. The 
large-size sheets enable the customer 
to visualize much more clearly how 
the colors will look in the home. In- 
cluded in the book are samples of all 
stock colors as well as their inter- 
mixes. One of the most helpful fea- 
tures of the new book is the index 
on what paints to use where. Here, 
under two headings -— exteriors and 
interiors — are listed all of the sur- 
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Aids .... Literature 


faces which might be painted, to- 
gether with the recommended prod- 
ucts for each one. This convenient 
listing enables the dealer to tell at 
a glance which paints would be most 
suitable for his customers’ specific 
needs. Write E. I. Du Pont de 
Nemours and Company, Inc., Dept. 
AL, 350 Fifth Ave., New York 1, 
N. Y. 

“Vinylite—Vinyl Butyral Resins,” 
recently published by Bakelite Cor- 
poration, explains the use of these 
resins in the formulation of success- 
ful coatings. Of particular interest 
is the devolpment of the “wash prim- 
er” type of metal conditioner. In its 
use all types of metal are given not 
only positive protection from corro- 
sion between the time of surface prep- 
aration until application of subse- 
quent coatings, but also adhesion of 
those coats is definitely promoted. 
Write Bakelite Corporation, Dept. 
AL, 300 Madison Ave., New York 
aT, X. ¥. 


“Fremont Opens the Door,” a new 
slide film, depicting the history and 
growth of the Fremont Rubber Com- 
pany was created for exhibition at 
dealer-distributor meetings and for 
various shows during 1950. The film 
tells how Fremont became the world’s 
largest producer of rubber tile floor- 
ing. It deals with other products, 
sales, advertising and the manufac- 
turing processes of rubber tile. A 
complete story of how to lay a rub- 
ber tile floor and the maintenance re- 
quired afterward is included. Write 
Fremont Rubber Company, Dept. AL, 
Fremont, Ohio. 

A new Facts Folder on Lodgepole 
Pine, a four-page illustrated 8%x11” 
folder, is an addition to a series which 
covers the three Western Pines 
and two of the associated species. It 


‘reviews the growth range and char- 


acteristics of Lodgepole Pine timber 
and the properties and uses of Lodge- 
pole lumber in the building field. 
Growing in volume in the Rocky 
Mountain areas of Colorado and Wy- 
oming and the Inland Empire region 
of the Pacific Northwest, Lodgepole 
Pine is similar in properties to Pon- 
derosa Pine and in lumber form is 
used as siding, studding, sheathing, 
decking and paneling in residential 
and commercial construction. Other 
Facts Folders published by the asso- 
ciation cover Idaho White Pine, Pon- 
derosa Pine, Sugar Pine, White Fir 
and Engelmann Spruce. Write West- 
ern Pine Association, Dept. AL, 510 
Yeon Building, Portland 4, Ore. 
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Harmony Door Selector 
Introduced by Roddiscrait 


A Door and Plywood Select, 
developed by Roddis Plywood (Cy. 
poration, illustrates 100 door an 
wall treatments in authentic coly 
and wood combinations which ghoy 
a customer exactly how the jp 
stalled job will look after cop. 
pletion. Ten different doors anj 
10 different wall treatments ap 
reproduced on thick enamel stock 
convenient to carry and easy ty 
show prospects who are selecting 
door and wall combinations. Thi 
sales aid was developed in conjure. 
tion with a well-known archite¢ 
and interior decorator. Some gf 



































































































































































the wall combinations are full birch 











paneling, birch dado with paper, 
comb grain white oak dado with 
paint, walnut paneling, knotty pine 
—both in full paneling and dado 
paper combinations. Among the 
doors are unselected birch, plail 
sliced walnut, knotty pine, avodire, 
oak, and paint. Interesting molding 
applications for flush doors are als 
shown whereby the doors can be 
come a part of the wall. The pros 
pective buyer can pick out a wal 
treatment from one of the handy 
cards, then place door cards in the 
door openings against a_ back 
ground of different woods ani 
paints to suit his taste. Literature 
is available. Write Roddis Plywool 
Corporation, Dept. AL, Marshfield, 
Wis. 
































Leco-Latch for 
Cupboard Doors 


Leco-Latch with the permanetl 
magnet, lasts forever, the manufac: 
turer reports. The latch is said t0 
work perfectly even if doors sag 
or warp. It isn’t complicated and 
there is nothing to get out of order. 
A complete unit consists of a small 
but powerful permanent magnet, 4 
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“I'd like to work for you 


»--for nothing” 


**No, I’m not a beginner looking for a start. I’ve been selling 
your line for years. I know your customers and prospects ... and 
they know me. I know I can do a good, profitable job for you. 


“I’m your Rilco Salesman-engineer. My job is not only to 
sell you Rilco Rafters but to go out with you... to counsel with 
your customers ... to help them with plans for barns and 
machine sheds and all the other farm buildings they can build 
with Rilco Glue-laminated Rafters. 


“I not only assist you in selling your prospects but work with 
you on the hundreds of prospects created by Rilco’s powerful 
national and state farm paper advertising. I help you get the 
sale . . . and the profit. 

“That’s my job and I'd like to be doing it for you. And I can 
if you feature and promote Rilco Rafters. If you’d like more 
dope on ’em just drop a line to my home office. The address 
is down at the bottom of this message.” 





2680 FIRST NATIONAL BANK BLDG., ST. PAUL 1, MINN 
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how to tell the truth 
and MAKE MONEY... 
ee 


The best selling story about Crown 
' Steel Wall Tile is a simple statement of 
Yj a's facts. Facts like Crown Tile’s exclusive 
1 7 > Ro} bonded guarantee that Crown Tile will 
not rust, crack, chip, peet or craze... 
Facts like Crown Tile’s outstanding 
economy, the no-fade beauty of its 


rainbow color range and stainless steel 

finishes, do most of Crown Tile’s 

selling for you. 

Facts like Crown Tile’s light weight, 


that makes expensive substructures 


unnecessary, are the facts customers 
demand and buy. They are the facts 


that have made Crown Tile the 
successor to, not a substitute for, 
ordinary tile. 


Selling Crown Tile shows again and 
again that truth is stronger than 
fiction. The proof? Crown Tile 
dealers? profits! 
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MASSILLON, OHIO 

Send me more information on BONDED 
CROWN STEEL WALL TILE and your pro- 
gram for CROWN dealers, 


METAL WALL TILE in 















OHIO CAN & CROWN CO. 











address. 











“ude tus convenient — city , ot 


J 





55 





ME CE SE , AE ERE. RE RE © RT i A SE SASK NOT OE 


6 


small plate made of special steel, 
and necessary screws. Cupboard 
doors are held firmly in place and 
open easily without snap, noise or 
jerk. Leco-Latch has a harmonizing 
polished metal finish. Write Lab- 
oratory Equipment Corporation, 
Dept. AL, St. Joseph, Mich. 


Clay Electric Barn Cleaner 


“What will they do next?” said 
a young man who was watching a 
Clay Electric Barn Cleaner oper- 
ate. “It sure takes the hard work 


out of dairy farming.” Martin Hill 
of Sumner, Iowa, says, “I can now 
clean the barn directly into the 
spreader and go to the field in the 
same time I spent just cleaning 
the barn before the Clay cleaner 
was installed.” <A _ pitless, single 
motor, continuous chain unit, the 
Clay cleaner adapts easily to old 


barns or new—offers choice of 
eight spreader loading positions. 
Sold on a double guarantee basis. 
Write Clay Equipment Corpora- 
tion, Dept. AL, Cedar Falls, Iowa. 


"Plan Your House 
To Suit Yourself" 

“Plan Your House to Suit Your- 
self” is an essential up-to-the min- 
ute guide for anyone building a 
new house or remodeling an old 
one. Accepted for many years as a 
classic in its field, this book has 
now been revised and modernized 
in accordance with the very latest 
postwar developments in the build- 
ing field. The author, Tyler Stew- 
art Rogers, is an expert in build- 
ing materials and former president 
of the Producer’s Council. He 
opens his important section called 
“Developing the Plan,” with a con- 
sideration of the reader’s family, 
their possessions and their mode of 
living and entertaining. From this 
inventory of the real requirements 
of a house, he helps the reader to 
determine room by room what he 
needs to accommodate people, fur- 
niture and equipment. Included in 
the book are such recent innova- 
tions as radiant heat, solar heating, 
the air-cooled roof, the expansible 
house. The latest F. H. A. and 





that makes the difference 
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Smoother 


V-EDGE 
CASINGS 


For Windows and Doors 


joints, cleaner work, 


easier “painting and finishing — 
these are only part of the advan- 
tages. Let us send you our illustrated 
folder which tells the whole story 
of this better, low-cost metal casing 
made in bull nose and square nose, 
short flange or expansion flange. 


8ist PENMETAL 


van LAND a PV Oy a LN oR 


Gener al Sales Offices 


Boston . New York 
Seattle Los Angeles 


205 East 42nd Stree 
District Sales Offices 
Philadelphia 

San Francisco ; Dallas 
Factory A 


New York 17; N.Y. 


Detroit Indianapolis 
Parkersburg, W. Va 


Chicago 


Parkersburg 


Veterans’ Administration reg, 
tions are covered in full and go, 
very pertinent safeguards 4 
mortgage buying are enumerate 
There are three chapters cramp 
with tips for avoiding high buij 
ing costs, and one chapter on 
signing and planning the low-y 
house. The book sells for $34 
Write Charles Scribner’s Sw 
Dept. AL, 597 Fifth Ave.; Np 
York, N. Y. 


Double-Duty Furniture Plans 
Featured in Booklet 

“Double Duty Furniture { 
Every Need,” is a 12-page book 
featuring a series of dual-purpm 
furniture projects. Many ideas a 
suggested, showing easily 
structed furniture which may } 
quickly converted into more th 
one functional use. The booklet; 


THESE PLANS FURNISHED 
by 


<= 
‘|= 


14 |" 
YOUR LUMBER DEALER 


Double- Duty FURNITURE 


«= for Every. Need 


These dual-purpose eas 
to-build furniture pieces are de 
signed to meet today's space and 

styling requirements 


trough table which actual! 

article of furniture. The h 

bread dough which, left to rise o 

then rolled out on the table top 
ca 


Written and lilustrated by 
CARL W. BERTSCH 


iture were i 
frequently were built behind inn 


as observation posts 

to see through in a darkened r just as some modern, scientif- 
ically-silvered mirrors are used today. Which proves the oldy 

“There's nothing new under the sun.” 

seems to repeat itself if given time enough to find 

its original starting point. Today we are confronted with the same 

ms as those which faced our great-great-great grandpappies 

—but for slightly different reasons. The one-room log cabin was 
xpediency—something you built as fast as you = 

nm. The 


they hung « blanket between 
part of the room. We do the same thing today with ultra-modern, 
accordion-pleated partitions, and for almost the same reason. 
Our forefathers very hard of seat, with huge round 
from freezing their spines, 


Reprinted by Actua Plywood & Veneer Company through the courtesy of Sclence and Mechan!:s Magasioe 


valuable to anyone interested 1 
making special pieces of furnitur 
at home. Illustrations of the fur 
ture. include single and full sim 
sofa beds, combination desks al 
dining room tables, and an outdo 
serving unit. The booklet gives 
complete list of the plywood, hat 
wood, molding and hardware 

in making each piece of furnit 
It tells the amount of materi 
needed, the sizes for cutting ani 
all other construction details. Iti 
replete with drawings  showill 
step-by-step construction detail 
and measurements of all piect 
The booklet is a reprint of an 
ticle that originally appeared ® 
Science and Mechanics. For ft 


‘copies write Aetna Plywood & Vé 


neer Co., Dept. AL, 1732 Elst# 
Ave., Chicago, IIl. 
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Maple and Birch Flooring 
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ms BX) in Cartons XX 
- RY (or regular lengths in bundles) | 
book ) 

purpi Something new in 

leas a modern flooring 
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Forest Products Since 1872 
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NORTHERN 
WHITE PINE 


NORWAY 


RNY LAKE LUMBER CO. Ltd. 
is Sales Office: 
H Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


El stot & 
eetling the Products of J. A. Mathieu, Ltd. Rainy Lake, Ont. 
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HARBIL Paint Mixers 


increase paint profits! 












UL Approved 


Acclaimed the finest machine of its 
kind ever made! 


Provide your customers with perfectly mixed 
paint without fuss or muss of hand mixing! 
This added service will stimulate your business, 
build customer good will. Also keeps new paint 
fresh, renews old. Sensational performance! 


Counter Model HB-7. Shakes 1 gal. to 1, 
pint, 2 diff. sizes at one time! Needs no bolting 


down! Noiseless and Vibration- $99°° 


less! Compact, portable, and ter- 
F.0.B. Chicago 


rific! Fully guaranteed. 
PAINTAINER! 

America’s most popular 
Give-Away! Catches all 
paint drips. Keeps floors, 
hands, etc., c-l-e-a-n! Re- 
usable tin-plated, pat- 
ented container fits qts. 
or gal. cans. Ask about 
them now! 


NEW! 








325 W. Ohio St., Chicago 10, Ill., Dept. 2 
i (-] Please send FREE Booklet on Harbil Paint Mixer. | 
| [] Please send teense FREE samples of PainTainer. | 
| WU 2 wis coks eso Ce tate wre Sho Gy EN gabe TeiNaNh 41h ie sec at vivin/ Wie, Wire ig Kame | 
| MORNE. TA: Seat de MR Se eT Men Ce IRC Te " 
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Chemical for Cleaning Cesspools 
and Septic Tanks 

Camp’s double-duty cesspool and 
septic tank cleaner is said to liqui- 
fy, dissolve and saponify grease, 
sludge, hair, cloth and other or- 
ganic solids in 12 to 34 hours with- 
out shutdown of pool or tank. Also 
suitable for drainage lines, grease 
traps, seepage pools and fibrous 
tree roots. For information about 
special introductory offer and a 
copy of the folder “The Care and 
Treatment of Septic Tanks, Cess- 
pools and Grease Traps,” write 
Camp Chemical Co., Dept. AL, 
1560-62 Sixty-Second St., Brook- 
lyn 19, N. Y. 


New Aluminum Screen 
for Metal Casements 

Made of heavy gauge tubular 
aluminum frames with plastic 
spline and aluminum wire, Wilson’s 
new screens are designed to last 
a lifetime without maintenance. 
Special interlocking corners rein- 
force frames and insure rigidity. 
Easily and quickly installed, they 
are available for all standard-size 
metal casements. Each screen is 
equipped with 4 special clips and 4 
knurled head screws. By specializ- 
ing exclusively in the production 





of aluminum screens and storm 
sash for metal casements, the com- 
pany has achieved economies which 
enable home owners to enjoy at- 
tractive, quality aluminum screens 
at substantial savings. Dealers and 
distributors are now being ap- 
pointed. Write Metal Window 
Service Co., Dept. AL, 4601 W. 47th 
St., Chicago, IIl. 








Donley Package Receiver Sl 


Has New Latch 

One requisite in a good package 
receiver is a dependable latch. The 
Donley Package Receiver has been 
equipped with a much improved 
latch. It operates by means of a 
grip in a strike rod, exerted by 
three steel bearing balls in a coni- 
cal chase. A touch on a knob re. 
leases it. For further information 
write The Donley Bros. Co., Dept. 
AL, 13928 Miles Ave., Cleveland 5, 
Ohio. 


New Asbestos-Cement 
Siding Shingle 

The Flintkote Company has an- 
nounced a new Asbestos-Cement 
Siding Shingle called Stri-Tez, 
This newly designed product with 
colorful mineral granules embed- 
ded in its surface, combines the 
enduring qualities of Asbestos- 
Cement Siding with colorful eye- 
appeal that is said to match in ap- 
pearance the most beautiful ex- 
terior sidewall coverings. It is 
suitable for exterior application 
on new homes or over old sidewalls, 
Currently available in brown, 
green and gray. Write The Filint- 
kote Company, Dept. AL, 30 Rock 
efeller Plaza, New York 20, N. Y. 
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Distributors of 


WHITE FIR 


Selling the Products of: 
McCloud, Calif. 


Bend, Ore. 


MEMBER 
Western Pine Association 
Ponderosa Pine Woodwork 


San Francisco 5 





Shevlin-McCloud 
Lumber Co. 


THE McCLOUD RIVER LUMEER CO. 
THE SHEVLIN-HIXON COMPANY 


EXECUTIVE OFFICE 
900 First Nat‘l-Soo Line Bldg. 
West Coast Lumbermen's Association MINNEAPOLIS 2, MINN. 


District Sales Offices 
New York 17 


satisfactorily. 


Let Ferguson take care 
of your lumber needs 
—promptly, efficiently, 


Ferguson has been 
satisfying buyers since 


SHEVLIN PUNE 8 


PONDEROSA PINE 
SUGAR PINE 
DOUGLAS FIR 








































Chicago 1 











Manufacturers of 


West Virginia Hardwoods 
Rainelle, W. Va. 








E 
W. T. FERGUSON LUMBER COMPANY : 
ST. LOUIS 1, MISSOURI 
THE MEADOW RIVER 
LUMBER CO. : 
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ZONOLITE Plaster Aggregate 
Means One Thing to You: 
PROFITS... 


lz 


ai 
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Because It Means 3 Things 
To Your Customers! 


@ It’s light and clean to handle 
@ Makes a plaster wall that won't chip 


@ Zonolite plaster wall resists cracking 


e it’s four times more fire-re- 
e 
And Besid es: sistant than any other plaster! 


For FREE information about Zono- 
lite Plaster, write to Dept. AL-80. 


ZONOLITE COMPANY 
135 South LaSalle Street 
Chicago 3, Ill. 


%Zonolite is a registered trademark of Zonolite Company 
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Majestic 
INDOOR INCINERATOR 


disposes of all burnable home refuse 


A profitable seller 
the year ‘round 


Every housewife is quick to 
see that this handy appliance 
Saves steps, time, and trouble. 
The Majestic Incinerator gets 
tid of wastebasket trash plus 
wet and dry garbage by burn- 
ing it all indoors. Waste it- 
self serves as fuel. Unique 
downdraft does the trick! 
Dries the refuse and hastens 
complete burning. Guaran- 
teed. Taps to furnace flue in 
asement or utility room. 
Tips more profits your way. 
Write today. 


The Majestic Co. 
303-A Erie St., 


No. 2 
Economy 
Model 


Huntington, Ind. 





Bu 
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ALUMINUM SCREENS 
AT POPULAR PRICES 











IMPROVED WILSON 
ALUMINUM SCREENS 


METAL CASEMENTS 


Cash in on the screen value of the year! New WILSON 
Aluminum Screens will give you a big edge in sales 
and boost your profits because they combine the 
features home owners want most in screens — dura- 
ble aluminum construction, attractive appearance, 
and LOW COST. No wonder WILSON Screens 
practically sell themselves! 


LOOK AT THESE FEATURES 


@ STURDY—precision made, heavy gauge (.032) tubu- 
lar aluminum frames, plastic spline, aluminum wire. 
Reinforced corners. 

@ DURABLE—last a lifetime without painting. Stain- 
proof, cannot rust, warp or sot. 

@ ATTRACTIVE—slender, graceful styling. Natural lustre 
blends with any color scheme. 

@ QUICKLY INSTALLED—snap on fast. Lightweight, 
easy to handle. 

@ ECONOMICAL—new low prices. Cost no more than 
ordinary screens. 





FOR 


Liberal discounts—immediate delivery. Boxed and ready to ship 
in quantities of 12 per box, hardware included. Fit all standard 
metal casements. 


cm DEALERS e DISTRIBUTORS 
Metal Window Service Co., Dept. A-! 
4601 W. 47th Street, Chicago 32, Ill. 


Please send full details on new, low cost Wilson Aluminum Screens for 
1am a [_] dealer [[] distributor. 


For extra profit, sell Wilson aluminum combina- 
tion screen and storm sash for metal basement 
windows. Same high quality, new low prices! 







metal casements, 


NAME | 





COMPANY 





ADDRESS 
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New Nozzle Type 
Caulking Cartridge 


A new nozzle type caulking car- 
tridge that’s all-metal, replacing 
the paper construction of their 
original cartridge, is announced by 
the manufacturers of Handicalk. 
The all-metal design is said to be 
more leak-proof and air-tight to 
prevent caulking from drying out 
and lumping in dealers’ stocks. For 
faster loading, the cartridge is 
notched at the plunger end so that 
with a half inch twist it locks 
quickly and tightly into a die-cut 


recess of a new gun. Hence, the 
name Twistite. The Twistite gun 
features a slip-proof, ratchet-type, 
plunger rod; a larger trigger that 
fits the hand; a rotating handle 
that takes the atrobatics out of 
caulking and eliminates the car- 
tridge wobble, characteristic of the 
previous model, the wire bail gun. 
Twistite also features a hooked rod 
end for convenient ladder hanging. 
Write The Gibson-Homans Com- 
pany, Dept. AL, 2366 Woodhill 
Road, Cleveland 6, Ohio. 


New Ball Bearing 
Tubular Latch Set 


The Clinton Lock Company an- 
nounces its new Tubular Latch 
Set. The ball bearing tubular latch 
is cleanly designed—all brass 
screw machine parts and chromium 
steel ball bearings—simple adjust- 
ment of latch regulates spring ten- 
sion and extension of ball to allow 
for shrinkage of door. The latch 
is smartly styled with solid brass 
material throughout; the new Clin- 
ton construction eliminates knob 
screws. Positive locking device is 
provided for bed and bathroom 
doors. The unit is easy to install. 
Only one hole to bore; no alignment 
of knobs or latch necessary; no 























ber your customers demand today. 


Standards. 





MODERN MILLS 


Kiln Dried 
Carefully Manufactured 


FIR . HEMLOCK. CEDAR 


Yes, our 3 modern mills have it! You'll know you've found the right 
source with your first order. It's the well manufactured and quality lum- 


Our fine assortment of West Coast species is dependable quality kiln 
dried lumber, which is graded according to West & 


Try us on your next order—straight or mixed cars of Fir and Hemlock 
Dimension—End Matched Drop Siding, Ceiling, Flooring, D & M—West- 
ern Red Cedar Bevel and Bungalow Siding—Moulding, Trim, Boards. 


700,000 Ft. Daily Production 


oast Lumber Bureau 





WILLAMETTE VALLEY LUMBER CO. 


DALLAS, 


OREGON 


boring jig needed. The Knob ani 
Rose are stationary and act ag, 
pull. Write Clinton Lock Company, 
Dept. AL, Clinton, Iowa. ; 


Apex Putty Plow 


Designed for faster, easier ye. 
moval of putty, the Apex putty 
plow cleans all four sides anj 
corners by twisting wrist; pierces 
hardest of putty without splitting 
sash or endangering glass; allows 
removal of window glass without 
removing sash. Made of high grade 


| 


tool steel with sturdy hardwood 
handle, the putty plow has a 45° 
angle cutting blade. The plow not 
only eliminates expensive heating 
tools but is also handy for driving 
glaziers points. Packaged in units 
of six putty plows stapled to color- 
ful easled display card. Write Apex 
Manufacturing Co., Dept. AL, 33 
Franklin St., Buffalo 2, N. Y. 


Roof Ventilators 
in 16-0z. Copper 


Reasonably-priced roof ventila- 
tors in 16-0z. copper have been de- 
signed to go with copper gutter, 
downspout, and flashing installa- 
tions. As in other Leslie Slant Roof 
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‘‘GOSH, THAT RE- 
MINDS ME! MY IN- 
VENTORY’S OUT OF 
BALANCE!” 
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You. too, ean profit by using W. T. Smith Lumber Company’s 
MIXED CAR SERVICE. Order what you need, when you need 
and keep your lumber inventory in proper, profitable balance. 





LS 


OAK FLOORING — MOULDINGS — PINE FLOORING 
DIMENSIONS — SIDING 


Selective Cutting Assures Permanent Supply 


W.T oN, 
. a en 
CHAPMAN, ihe. ALABAMA 


66 YEARS OF MANUFACTURING YELLOW PINE AND HARDWOOD 














ASK YOUR 
WHOLESALER 
FOR OUR LUMBER 


1" KILN DRIED YELLOW PINE 
Flooring, Boards, Siding, etc. 











SUPERIOR LUMBER 





AN ACRE OF ROUGH DRY 
UNDER ROOF.... 











More than two million feet of rough stock can be 
stored in our Conway, S. C., shed as pictured. Our 
customers are assured of getting clean, dry, freshly 
manufactured lumber from this storage. This is just 
one of the advantages we gladly offer buyers of 
"Superior Dargan Lumber." 


@ FINISH 
@ MOULDINGS 
@ FLOORING 
@ CEILING 
@ BOARDS 
@ SIDING 


ARCANE ~ 


Trade Mark Registered 


[ Saenren 


Stock from this huge shed is 
always ready for orders from 
Dargan's customers. 


WRITE BOX 406-C for stock 
lists and illustrated folder. 





DARGAN LUMBER MANUFACTURING COMPANY 


(FORMERLY INGRAM—DARGAN LUMBER CO.) 





Gang Mill + Dry Kilns + © Planing Mill CONWAY, S. C. 











W. M. McGowin Lumber Co. 


Pine Apple, Alabama 


BuripInG Propucrs MERCHANDISER 








MAKES IT 


PROCEX 
WEATHERSTRIP FOR DOUBLE 
HUNG WINDOWS § > 0 4 


R.B.R.V. Unit 
2 


Extremely 
Easy to 
Install 


Seals 
Without 
Binding 


For Use 
With Tape 


Balances 


Available 
With or 
Without 

Friction Strip 








TOP QUALITY WEATHERSTRIP 
. » MAKES WINDOWS AIR TIGHT 
.. . IDEAL FOR USE ON TODAY’S HOMES 


Here’s the easy-to-handle, easy-to-install, fast- 
selling weatherstrip. Made of aluminum—this 
one-piece weatherstrip fits securely in the win- 
dow jamb and upper and lower sash slide on 
it. Installation of a copper friction strip on 
the window sash makes window air tight. Rec- 
ommend and sell this quality weatherstrip to 
po mae who want extra protection against 
air leaks. 


WRITE TODAY FOR CATALOG and SAMPLES 


PROTEX WEATHERSTRIP MANUFACTURING CO. 


Chicago, Ill. 


4508 S. Western Ave. 





Ng SM ~~ ABSENT AEN © RATE ME GRR LU RR RR ARETE TT RAT A ek 








Louvers made of aluminum and 
galvanized steel, the copper slant 
roof ventilators are flanged, baf- 
fled and screened to provide instal- 
lations that are weathertight and 
insect-proof. Air openings of 30 
square inches and 60 square inches, 
respectively, are provided by the 
SRC 10-3 (illustration) and the 
SRC 20-3. Write Leslie Welding 
Company, Dept. AL, 29438 Carroll 
Ave., Chicago 12, Ill. 


New Slide Rule Calculator 

A new slide rule calculator, 
known as the Keely Plyform Cal- 
culator, to facilitate design and 
construction of plywood concrete 
forms, is available from the Doug- 
las Fir Plywood Association. The 
instrument provides quick, easy 
specification-use data on proper 
plywood thickness, spacing and size 
of studs, wales and ties based on 
hourly rate of pour. Operated as 
a slide rule, it calculates for both 
vibrated or unvibrated concrete at 
both 50° and 70° F. Developed 
by Hal Keely, Pittsburgh, Pa., ply- 
wood distributing firm head, the 
handy slide rule calculator is based 
on proved engineering data and is 


a completely new and improved 
version of a similar instrument 
which -was introduced to panel 


users and specifiers before the war. 
The calculator was prepared by 
M. L. Elkins, Richland, Wash., reg- 
istered professional engineer. 
Copies of the Plyform Calculator 
and folder of design assumptions 
are available to architects, engi- 
neers, builders and others at $1.00 
per instrument from the Douglas 
Fir Plywood Association, Dept. AL, 
Tacoma 2, Wash. 


Hilco Introduces New Rental 
Floor Sander 

The Superchief, an entirely new 
floor sander developed for maxi- 
mum efficiency in rental service, 
features two principal innovations; 
a ball-pressure sanding drum and 
the patented Gilmer Drive. The 
drum opens and closes through the 
action of 3 prime ball-bearings in 
its locking mechanism. One of 
these balls transmits the pressure 
applied to it by the drum wrench 
and separates or spreads the other 
balls to close the drum to maximum 
tightness with little manual effort 
or exertion. The drum opens with 
the same smooth action. Sandpa- 
per is changed almost instantly as 
a result of this new device, and is 
applied to the drum without wedg- 
ing or misfitting. The new drive 
has been termed a “plus power’”’ 


























SOUTHERN 
PINE and 
ss 


MIXED CARS 
_A Yd 1097-1 8 


W2rs COUNTY LUMBER CO. 


General Sales Office — KELTYS, TEXAS 


62 years of service to Lumber Dealers 
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drive due to its higher and more 
uniform power output. The timing 
belt involved is formed of cable. 
cored neoprene and has gear-like 
lugs which transmit the power 
drive without any slippage or friec- 
tion drag. Write The Hilger Com- 
pany, Dept. AL, St. Cloud, Minn. 


Screen Wire Display Racks 

For stores where screen sales 
demand a large variety of sizes, 
Marvel display racks offer an eff- 
cient method of merchandising 
screen wire. The racks not only 
eliminate mistakes in cutting but 
prominently display a complete 
stock of screen wire cloth. Marvel’s 
24-roll display rack, No. 100A, is 
equipped with a cutter, winder and 
automatic measuring device on 






















both sides. Wire can be measured 
and cut from any roll in the rack 
without removing the roll from the 
rack. The display is mounted on 
casters so that it can be easily 
moved to the front of the store 
during the good selling season. 
Model 120A is identical with Model 
100A except that it holds 20 rolls 
instead of 24. There are many 
other models designed to meet 
every need. For illustrated catalog 
write Marvel Rack Mfg. Co., Inc., 
Dept. AL, 24 First St., North, 
Minneapolis, Minn. 
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Makes Pickets 
at Low Cost 


A 

















OF A ee me 
SCHUBERT 


Picket Cutter 





Points 200 to 250 15'' to 35%"" width pickets per hour 
with planer-smooth finish, No sanding required. 
Adjusts to cut any degree of sharpness or bluntness 
of picket point. Light enough to carry to stock pile 
—wt. only 38 Ibs.—yet strong and durable enough for 


year after year use. 24" high. Hand operated. 30" 
long handle provides easy leverage. Anyone can 
operate. Enables you to utilize odds and ends of 
lumber profitably. Seven day delivery. Send today 
for literature. 





Net price $47.50 f.o:b. Wilmette, Illinois. (Where state sales tax applies, add tax.) 


H.A.SCHUBERT Co. 


I WATOM NET ab ectonachsa sc O4- 


yy Even oBbab tne 


Wilmette, Illinois 








PONDEROSA PINE 


High Altitude, Soft Textured Growth 


TRADE MARK 


BUNS 


aS Manufacturer and Distributor 


cS 
Z) PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 








SINCE 1919... 
the first and 
finest in 

finished oak 
flooring! 


PRE-FINISHED OAK 


¥y"x2” & TY" and 25/32"x2%" & 142”. Rich, gleaming twilight 
tone finish is “ironed into the wood" on CROMAR'S exclusive sub- 
surface process. Self-leveling joint. Nail holes machine-punched. 


UNFINISHED OAK & HARD MAPLE 


25/32"x2%", 2” & 1%”. Straight line, top quality, standard 
matched. Well manufactured from Appalachian Oak and Hard 
Maple, carefully graded. 


HARDWOOD FLOORING 


Conveniently machine packaged in steel-strapped 
bundles. Prompt shipment on most grades. PHONE 
WILLIAMSPORT 4181, wire or write... 


THE CROMAR COMPANY 


SUSQUEHANNA ST. WILLIAMSPORT, PENNA. 











Mr. Dealer, you can depend on it— 
your mixed car needs will be well served here 
at Southern Pine Lumber Company. We are 
shipping well-manufactured, properly seasoned 
and carefully graded mixed car assortments— 
your choice of items as listed at the right. Try 


Dependable shippers since 1890 
us on your next order. 


—and for years to come. 


SOUTHERN PINE LUMBER COMPANY 


Mills: Diboll & Pineland, Texas Sales Office: Texarkana, U. S. A. 


Cee 





BuiLpInGc Propucts MERCHANDISER 














Revolving Display Stand 
For Increasing Door Sales 

To help dealers display dcors 
effectively, this new revolving door 
display stand offers a practical solu- 
tion. An efficient work-and-space 
saver, it holds eight doors at one 
time in a comparatively small 
space. The portable stand revolves 
smoothly on ball bearings so that 
each door can be readily viewed by 
customers. Made of heavy gray 
iron, the round flat base won’t tip 





or wobble and it is unnecessary 
to bolt the stand to the floor. Steel 
brackets which hold the doors se- 
curely without bolts or fastening, 








OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufactu rers of 
WOODWAY 


VENETIAN BLIND—SLATS, 
RAIL & FASCIA 


MOULDINGS—ST’D & SPEC, 
FURNITURE DIMENSION: 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 













WE SPECIA 
WOOD AN 
PINE; OT. 
HARDWo 


LIZE IN BASs. 
D PONDEROSA 
HER NORTHERN 
ODS AVAILABLE. 











WOODWAY quality 
means 

Extra Profits 

for YOU 

















won’t scratch or mar the doors. 
This display stand can also be used 
to display wall board, wall tile, 
panels, etc. For detailed specifica- 
tions and prices write The Ken- 
Ro-Bil Corporation, Dept. AL, Van 
Buren, Ohio. 


Lightweight, Portable 
Electric Saw 

Weighing only 11 pounds, this 
portable electric saw is said to pro- 
vide a sturdy, fast-cutting, all-pur- 
pose tool for contractors and build- 
ers, manufacturers of wood prod- 
ucts and millwork, and lumber 
yards. It is especially suitable for 
plant maintenance and_ repair, 
where it can also be used for cut- 
ting metal, asbestos, concrete, stone 
and tile. The tool is equipped 
throughout with ball and roller 
bearings for long, dependable serv- 





ice. Outstanding features of the 
saw include a depth gauge which 
adjusts from a mere scratch to a 
full two-inch straight cut; a rip 
guide, which provides accurate con- 
trol for long cuts;. and a mitering 
adjustment, from zero to 45 de- 
grees, with a bevel cut of 1% 
inches. Write Milwaukee Electric 
Tool Corp., Dept. AL, 103 N. Water 
St., Milwaukee 8, Wis. 


The New "Midget" Louver 

The New Midget Louver per- 
mits correct ventilation of the con- 
struction of any building. By per- 
mitting moisture from within or 
without the building to pass into 
the atmosphere, such common ail- 
ments as blistering paint, fungus, 
dry rot and destructive insects are 








units available for resale through 
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avoided. Midget Louvets are made 
of aluminum and are completely 
rust-proof. They may be installed 
under flat roofs, peaked roofs, over 
unexcavated areas and on gable 
ends, on storm sash and doors, on 
the interior walls of finished base. 
ments, on closet doors and are algo 
said to be extremely useful on lock. 
ers, bilges and engine hatches of 
boats. They are especially im. 
portant on insulated construction 
where they maintain dryness. Write 
the Midget Louver Company, Dept. 
AL, 8 Wall St., Norwalk, Conn. 







New "Kinspec" 
Glued-Up Panels 

Kinspec, the new panels mar- 
keted by The Kinzua Pine Mills 
Co., are fabricated by electronic 
resin gluing of contrasting light 
and dark panels. Each piece is 
clear *4” thick, vari-grained Kinzua 
“Quality Guaranteed” Ponderosa 
Pine. The panels are available in 
sizes up to 28” wide and 72” long. 
They saw, nail and plane like any 
other lumber. Kinspec is ideal for 































































































kitchen cabinets, mantels, built-in 
book cases, built-in bunks, bars, 






etc., in restaurants, tea rooms, 
stores, offices, libraries and schools. 
Write The Kinzua Pine Mills Co. 
Dept. AL, Kinzua, Ore. 









Packaged Laundry Chute; 
New Dust Chute 

The Ernest Kluegel Company 
has just announced two packaged 








lumber dealer outlets. One is 4 
complete laundry chute packaged in 
three-unit form ... just snap it 
together and fasten to studs. The 
installation is that simple and only 
a hammer and screw driver are nec- 
essary. Extra cost for sheet metal 
work, or door construction, is elim- 
inated. The door is made of high 
quality plating steel, has self-clos- 
ing spring action, deep-flanged 
frame mounting. Available for 
2x4 or 2x6 wall partitions. The 
manufacturer’s new dust chute al- 
so comes in a complete package for 









































































CUSTOMERS TELL US 
IT’S TERRIFIC 


AND AMAZING TOO! 


13,000 dealers coast to coast 

and Canada increase profits 

with Camp Double Duty Cesspool 

and Septic Tank Cleaner. It's the 
most reliable and latest method to 
clean cesspools and septic tanks. 
This wonder chemical liquifies, dis- 
solves and saponifies grease, sludge, 
hair, cloth and other organic solids 
. +» guarantees quick, efficient results 
in 12 to 34 hours. NO SHUTDOWN of 
pool or tank necessary. Also ideal for 
drainage lines, grease traps, seepage 
pools, and fibrous tree roots. 


NATIONALLY ADVERTISED 


in leading farm and home maga- 
zines. Counter Displays, Window 
Displays and Mats with every 
order. 
Write for Introductory 
Special Offer 


Main Office, Lab.-Plant 


oy -V) | ated a 1 1." | (oy) am of oom |, Lom 
1560-62 Sixty-Second Street Brooklyn 19, N. Y. 


PACIFIC COAST Cable Address: Canadian Sales 
1855 Industrial Street CAMPCHEMIC, N.Y, CUTHBERT INDUSTRIES, LTD 
Los Angeles 21, Calif. Montreal 3, Canada 























J Reoleo) Mae) | bale) lite 
EQUIPMENT 


Buy these leaders in design and per- 
formance—thru a single manufacturer. 


POLISHER 

No. FP ] 

No. FP2 

nal SCRAPERS 
4 7 No. CSI 


SEND FOR COMPLETE CATALOG OF 


RadDevily 


TOOLS, ACCESSORIES, and MACHINES 
BD DEVIL TOOLS, IRVINGTON 11,N. J.,U.S.A. 


DING Propucts MERCHANDISER 








HARDWOOD FLOORING 


In straight cars or mixed with air 
oak dried Yellow Pine Boards and 
beeeh Dimension. Best of manufacture. 
Satisfaction that will bring you 
Pp ecan back for more. 
ash . 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 


SELMA, ALA. and JACKSON, TENN. 
Selma LD 9910 — Phones — Jackson 1885 




















LESLIE LOUVERS 


Patented Baffle 
and Drip Cap keeps 
out snow, rain 


Substantial 


PATENTED FEATURES .. . 
BOOST YOUR LOUVER SALES oe assures 
rainage 


SLANT ROOF LOUVER... in GALVANIZED off top. 
STEEL, ALUMINUM or 16-0Z. COPPER 


Fits any pitch roof guaranteed weather tight — 
easily installed. Patented Features include flashing 
below screened opening and DEEP 

baffle to stop rain, snow. 2 sizes: 60” 

or 30” air openings. 


FLUSH FLANGE WALL LOUVER 
- . . in ALUMINUM with AL . 
SCREEN ... GALVANIZED ST 
with GALV. SCREEN 

Adaptable to frame, brick, or veneer 
walls . . . easily installed . . . front 
edges of Louver vanes flush with frame. 
14 sizes: 8”x8” to 24”x30”. 


Nodirt-catch- ° 
ing pockets 
at sidewalls <= 


SELF. FRAMING WALL LOUVER 
. . . GALVANIZED STEEL with 
GALV. SCREEN .. . USED IN 
NEW CONSTRUCTION. 

Recessed Flange seals- and: is attached 
to sheathing. Siding butts against rigid 
frame channels. Bottom has drip edge. 
5 sizes: 8”x8” to 12”x18”. 

Write for new, illustrated catalog and 
name of nearest distributor. 


““VB"' Series & 
SELF-FRAMING #& 
for NEW CON- 
STRUCTION 


Effective 
drip edge 
LESLIE WELDING CO. 


2941 W. CARROLL AVE. ¢ CHICAGO 12, At4« 
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use in either new or old homes. 
Installed exactly like a laundry 
chute, it opens out of the baseboard 
to form a dustpan. The housewife 
has only to sweep the dust into the 
chute. The pan is always at hand 
and the dust falls into a removable 
bag at the bottom of the chute. No 
special tools are needed for instal- 
lation. Write Ernest Kluegel & Co., 
Dept. AL, 169 W. Kellogg Blvd., 
St. Paul 2, Minn. 




















The Olympia Vanitie 


Newest product to be offered by 
Western Metalcraft Inc. is the 
Olympia Vanitie, a streamlined 
lavatory-dressing table combina- 
tion in four models. By providing 
an attractive dressing table which 
conceals unsightly plumbing con- 
nections, the new Olympia Vanitie 
combines beauty with desired util- 
ity. Four pastel colors are avail- 
able, in addition to white, in quality 
baked enamel. Cabinets are of a 
sturdy, durable and_ rust-proof 
aluminum construction. All models 
are equipped with  touch-latch, 
which eliminates hardware. Tops 
are of latest design Formica with 
handsome metal trim. Write West- 
ern Metalcraft, Inc., Dept. AL, 
Olympia, Wash. 


Extra Rugged Equipto 
Steel Shelving 


A new style, higher efficiency, 
easy-to-assemble line of Iron-Grip 
steel shelving is announced by 
Equipto, Division of Aurora Equip- 
ment Co. It is designed to carry 
maximum weight loads. A special 
Iron-Grip stud, exclusive with 
Equipto, makes assembly the sim- 
plest of operations. The stud slips 
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into a hole in the shelf and then 
into a keyhole in the upright. The 
shelf is pressed down and the as- 
sembly is complete. “The More You 
Load It the Tighter It Grips,” is 
the manufacturer’s slogan. No nuts, 
bolts, or tools are needed. Shelves 
are instantly adjustable on 1%” 
centers. This Equipto Iron-Grip 
construction is available in shelv- 
ing, parts bins, and counters. For 
descriptive 24-page catalog write 
Equipto, Division of Aurora Equip- 
ment Co., Dept. AL, Aurora, IIl. 














































































WAY AHEAD OF ANYTHING 
IN THE LOW-COST PLANER FIELD ! 


Built for the precision accuracy formerly obtainable 
only with the larger machines. 
with wedge adjusted bed, and many patented features 
promoting convenient, time-saving operation and 
highest quality work. Big enough to meet all the 
requirements of retail lumber companies and many 
wood-working establishments. Capacities: 24” x 
30” x 8’. Priced way below the larger planers. Every 
user is a booster. Write for Bulletin No. 54. 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICH. 








A husky producer 








shown. 


3 CL Ix 4 S4S 
5 CL Ix 8 S4S or SL.. 


Above Straight Cars 


(OUR 35TH YEAR) 





Yellow Pine FOR SALE Hardwoods 


To determine delivery cost, call 
your local agent for rate basis 
Ga. Main Line using weights as 


#28Btr ADYP %” R/L 


5 CL Ix 6 S4S or CM. .23-21% 61 


#28Btr 35/40°/, 14816 
5 CL 2x 4 S4S Std... 


3 CL 2x10 S4S Std......2 
2 CL 2x12 S4S Std.... 


Add $1 for 30r4 items 


FLEMING LUMBER COMPANY, Columbus, Ga. 





Prompt Shipment, 
Prior Sale Mill 2°/, 


AD a 


..232. .$46 Xiao SS $52 
cf) fy ee 70 

.23-22% 63 2 CL [" ic “ . .$110-135-145 

. .237%.. 61 ee eee 

243...  ..pranccep acme 50-68 68-100 S&B $135 
Approx. 20-35-35-10% 

. 25H. .$51 GUM-Mixe d 

. .257.. 61 5 CL I" #IC Rgh—S2S....... $43 

: % = 5 CL I #1C8Bi. ....... $95-115 

. .268.. 66 Write for other prices. 


Pine Sold Del'd Assn. Wts. 
Hardwood Sold Fob Mill 


All_ Prices Subject 


to Market Changes PHONE 3-772I 














8” to 





PRACTICAL PLANS 
FOR MODERN HOMES 


PRACTICAL PLANS FOR MODERN HOMES contains 5! 
actual photos and floor plans of real houses that have 
been built and proven successful. 


Has dozens of helpful ideas on selecting the lot, choos- 
ing the proper home design and arranging finances. 


Blue prints and specifications of every design are avail- 
able from American Lumberman. 


Special prices on quantity lots of these booklets to deal- 
ers. 1 to 24 copies 20c each. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St. 


Chicago 2, Ul. 
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MORE DOORS 
WITH THIS 










REVOLVING 

DOOR 

Td 3 
STAND 






Here’s a real door-sales 
promoterl And it saves 
you work and trouble— 
makes selling doors 
easier. 


round, flat base is made oi 
eavy gray iron to prevent tipping 
and eliminate bolting to the floor. 
Brackets are all steel and_ hold 
doors without bolts or fastening of 
any kind. Rust-proof finish. Stand 
is portable. Entire display revolves 
on ball bearings. 





DISPLAYS 8 DOORS 
WON'T MAR DOORS 


Send your order today. Greater 


ma 
the KEN-RO-BIL Corporation 


General .Manufacturing 


VAN BUREN, OHIO 
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*Registered Trade-mark 


Screen Sales are 


\ iil 
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Spay SCREEN CLOTH 


Nationally advertised 
Lumite—the ideal screen 
cloth for every exterior use 
—is distributed through 
hardware, woodwork and 
building supply wholesalers. 
Order now! Write for FREE 
sample and information. 





LUMITE DIVISION 


CHICOPEE MFG. CORP. OF GEORGIA 
47 WORTH STREET, NEW YORK 13, N. Y. 


























Davis Bros. Lumber -- 


Dependable Quality for Over 60 Years 


Re ee ye PR Od Cn ee DORE 











For more sales, order Davis Bros. fine quality 
Southern Pine — the lumber buyers have de- 
pended on for three generations. Try a mixed 
car or truckload of 


SOUTHERN PINE 


@ Dimension @ Flooring @ Drop & Bevel 
Siding @ Shiplap & CM @ Interior Trim ¢ 
Mouldings 


Can also mix in Southern Hardwoods—Elm, Ash, 
Beech, Red and Sap Gum, Red and White Oak. 


Consult us on your next requirements. 


Lumber Grade-Marked If Requested. 








Do . 
AY Serving Quality buyers tor More Than 60 ears 


ANSLEY » LOUISIANA 





Brcthers Lumber Co. 


ING Propucts MERCHANDISER 


NEW PROFITS 
for YOU--SELLING 


BOSCO 


PERFORATED 


DRAIN 
TILE 


Superior for: 


Athletic Fields 
Golf Courses 
City Parks 
Tennis Courts 
Running Tracks 


Foundation drainage 
Septic tank drains 
‘Wet Spots’’ in farm drainage 


HERE'S 
. FASTER 


Meet the 
Demand for 
Quick Drainage 


The new, proved perfora- 
tions on Bosco Perforated 
Drain Tile conform to 
A.S.T.M. C24-47T standards 
—imnsuring fastest possible 
drainage. 


Truckloads up-to 125 mile 
radius of Bowerston. Straight 
or mixed cars with Bosco 
regular drain tile, sewer 
pipe, wall coping, flues, etc. 
Write for circular. Dept. AL. 


Factories at Bowerston and 
Hanover, Ohio 











BOWERSTON 


SHALE COMPANY ({xi) BOWERSTON, OHIO 


OR A NA 


MA TT. EBA SA 52 5. < AL 











DRAINAGE 
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VYlames in the News 


New Offices Completed for 
Jones Hardwood and Plywood 


The Jones Hardwood and Plywood 
Company of San Francisco, recently 
completed new offices and other im- 
provements at the company headquar- 
ters, the foot of Tunnel Avenue, in 
the Bay City. 

“The additional improvements were 
made necessary by the demands of 
our growing business to better serve 
our dealers and manufacturers,” said 
Nelson E. Jones, president of the 
company. 

Among the many features of the 
new office, expertly laid out to facili- 
tate handling of large orders for ply- 
wood and hardwood, is the atmosphere 
created through the use of hardwood 
paneling. The entire office lends it- 
self to making the on-the-scene cus- 
tomers comfortable as well as aware 
of the efficiency of the organization 
and the beauties of imported and do- 
mestic hardwood. 

New sheds, incorporating 
modern improvements, have 


many 
been 


added during this expansion program. 
Modern equipment has been intro- 
duced to speed plant operations. 

The Jones Hardwood and Plywood 
Company has long been one of the 
leaders in the foreign and domestic 
hardwood field. 


"Install It Right... With 
Marlite" 

A program for teaching applicators, 
salesmen, builders and dealers the 
correct installation procedure for 
plastic-finished Marlite wall and ceil- 
ing panels in every type of interior 
has just been inaugurated by Marsh 
Wall Products, Inc., Subsidiary of 
Masonite Corporation. - 

Meetings are being set up through 
Marsh dealers across the country. 
An evening’s entertaining and _ in- 
structive program is built around a 
showing of the company’s new sound 
slide film, “Install It Right ... With 
Marlite.” The film covers such im- 
portant installation details as Proper 
Tools for the Job, Wall Preparation, 
Tricks of the Trade, Starting the Job 


Right and other helpful steps of ap- 
plication “know how.” 
Anyone interested in proper wall 


panel installation is welcome 


0 ate 


tend the meetings. During the e\ ening 
there is a question-and-answer dis. 
cussion, a quiz, and the opportunity 
for those present to exchange tips on 
new installation techniques. 

The meetings and showings are 





EVERY ONE who has attended a show. 
ing of the film receives a complete in 
stallation training manual, which is of 
invaluable aid as a handy reference man- 
ual. The manual contains the 160 pictures 
used in the film, along with helpful in 
stallation data. It is furnished free by 


Marsh. 








domes . . . Sell 
Beautiful 


Denning Line 


White Picket Fence 


Saves lawns, shrubs. 
Guards children, pets. 
Hundreds of home- 


PROTECT ‘i (Twweevinauy 


Pe 


owners need it. Low cost. Easy to erect. Great “do-it-your- 
self item. Display Denning Line White Picket fence. Sells on 
sight. Several sizes and styles. WRITE TODAY for specifica- 


tions, dealer prices. 


ILLINOIS WIRE & MFG. CO. 








P. O. BOX 1396, 
JOLIET, ILL. 


NEWMAN BROTHERS, Inc. 


“FAMOUS FOR FINER QUALITY FOR 68 YEARS" 


Dept. A-L 


YES . . . LOWEST POSSIBLE 
PRICES to net you attractive 
profits ... 
ferrous railings, 
doors, entrances, tablets, letters, 


quality since 1882. 


FREE and complete information. 


MAKE MORE MONEY 


on Bronze, Aluminum and 
Stainless Steel Specialties 


on NEWMAN non- 
gates, grilles, 


famous for finer 


TODAY write for folders 


DO IT NOW!!! 


Cincinnati 3, O. 


Best 
helpe 
unloa 


Ofte: 


to fit 
door 


Can 
Log: 























f 


di j For novelty floors in dens, libraries, recreation rooms. 
Hi For economy housing, for closets, storerooms, kitchens, 
Hif bedrooms, bathrooms. Savings up to 30%. Standard 3rd 
i grade manufacture. Last a lifetime. Also one car heavy 


duty 3rd grade—33/32x2!/,. 


Consult us on your needs in Ist, 2nd and 
3rd grade Maple Flooring. 


J. W. WELLS LUMBER CO. 


MENOMINEE, MICHIGAN 


Wii SAVINGS ON FLOORING 


= —— 











BURNER with 
CONE GRATE. 


*Burns 25% More 
*With 75% iess smoke and 
cinders. Fool proof 
We Also Bulld 
BOILERS —5 TO 1200 H.-P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boller Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Wy 
SEA WASH. 


— 
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Every Yard Should Have an 1 
pe See It Soon...! 


Te THOMASON 
On Often pays for itself in one lumber shipment. Adjustable 
to fit openings 5 to 6 ft. wide: double extension roller for 
" door 5 to 8 ft. wide. [) 


Can be furnished with wood or steel beam. “American” 
[All-Wood Throughout] 


all 


Best and cheapest 
ng helper for loading and 
S- unloading lumber. 





Logging Tools and Appliances best on the market. 
Write for catalog and information. 


AMERICAN LOGGING TOOL CO. 


Evart, Mich. Developed after many months of research, 
the THOMASON FLUSH DOOR is now 


SPECI #i t D available. See it in gum wood and in several 


different face veneers. Complete details 




















Grade Stamped e and prices are yours for the asking. 


DOUGLAS FIR 


SPECIFIED DIMENSION i WRITE TODAY FOR NAME OF 
OUR SPECIALTY = \\ A YOUR NEAREST DISTRIBUTOR 
We can ship straight cars of one length or any specified lengths 


you want. Boards and small timbers of course. Also precision 
trimmed Studs cut to exact length. 


Let vs knew. your sveded ems “ . THOMASON 


, — Plywood Corp. 
, \NR-KANG MANUFACTURING CORP. FAYETTEVILLE, NORTH CAROLINA 


1 TIGARD e eo} isele} | 








Telephones — Portland Line CH. 3330 or Tigard 2301 








“From oie Own Forests and Mills” 
YOUR COMPLETE NEEDS 


IN SAWMILL MACHINERY Anything T) 
Band Mill i — ... Portable Mill 
a erie get dere Shoicun emake TL «West Coast Woods 


... Automatic feed table for planing mills. Write 
for catalog and ‘Power House’. Manufacturers of: 


Mouldings 


4 i ‘ r Furniture Dimension 
Pf 


Glued-Up Stock 
LLTELLULL LIL b > . 
MACHI 4 RY N Industrial Shook 


CORP ds) h Venetian Blind Stock 
i” 7 al 4 Ready-to-Assemble 
Sone ont Furniture Parts 

in fact, Anything in 
West Coast Woods! 














Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 


el fy iY INCENSE CEDAR, DOUGLAS 
i SY AND WHITE FIR 
ks V 2% 
_ ee i" of 
ens oe ea i YZ Y 








eS Aoi 





\...... Specialists in Oak Floor- ~ 
» ing. General wholesal- =~} ; 
= ers of all lumber items. =~. 
be ak 

Contact us on your __ 

= 1635 Dierks Building 
Phone: Victor 4143 

Kansas City 6, Missouri 





15 R. A. Long Bldg eee 
‘Kansas C sé, Mo PLEASE DIRECT ALL INQUIRIES 
TO ANDERSON, CALIFORNIA 


Sawmills: Canby, Calif., and» Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 
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conducted by Marsh factory repre- 
sentatives, who are now setting up 






Seton Git Mestine dechese tn oth extn. THERMOPANE UNIT FEATURED AT TOLEDO SHOW 


Theme of the new film is that “One 
Customer-Pleasing Marlite Installa- 
tion Can Lead to 10 More.” 


tage of this installation training pro- eet <3 The £2 gid 
gram should write direct to Marsh 2) aes 
Wall Products, Inc., Dover, Ohio. oa 


"Woody" Is Central Figure 
on New Posters 


Woody, the little cartoon character 
with the engaging smile, is now car- 
rying his fight against man-caused 
forest fires into the school rooms of 
America. 

Woody’s national sponsor, Ameri- 
can Forest Products Industries, ex- 
pects to mail 100,000, 17 x 22 KEEP 
AMERICA GREEN posters to ele- 
mentary and high schools in all 48 
states during 1950. Attractively 
printed in green and brown, the 
posters are ideal for school room use. 

Woody is the central figure on 
every poster. His message “Let’s 
Keep America Green,” is designed to 
impress school children with the im- 


Anyone interested in taking advan- STANDARD-UNIT - ae | 
is i i ini : CASEMENTE WITH ROLSCREENS SCREENS ang S pee STANDSROUNT 
































TORM SASH 


ee oa 








portance of forest protection and fire Comparison of casement windows for cold weather glazing was a feature of this display 
prevention in their home communi- of Don Vollmayer, distributor for Pella sash in the Toledo area, at a recent Home Shov. 
ties and in the country generally. The big fixed window of Thermopane is flanked by standard casements, with the one 

Requests for the new Woody poster on the left glazed with Thermopane and the one on the right with a standard storm 
should te addeossed to American Wor- sash which may be removed and stored in summer. Mr. Vollmayer found a big prefer. 
ak Geatees Galvcieten tu 20ne. ence for the Thermopane unit because of its labor-saving features. The Pella sash is 


Eighteenth St., N.W., Washington 6 


now made with rabetting to take 44-inch, 34-inch or l-inch Thermopane. Thermopane 


’ —hermetically sealed double-paned glass unit—is manufactured by the Libby-Owen: 
D. C. Ford Glass Company, Toledo 3, Ohio. 








ELIMINATE SPLIT SIDING 
By Using Kokomo Korners 


Corners for bevel wood siding 
made of aluminum—can't rust, rot 
or deteriorate. So constructed as 
to eliminate splitting of siding. 
Two small nails are furnished with 
each corner and holes provided to 
fasten bottom by nailing through 
base of corner into lower edge of 
siding board. Top nails are con- 
cealed by next course of siding. 
Available for 6", 8" and 10" 
siding. 


BUGHER MANUFACTURING CO. 


211 South Main Street, Kokomo, Ind. 





PONDEROSA PINE SUGAR PINE 
WHITE FIR INCENSE CEDAR 





TRANSIT CARS IN ALL GRADES 
GIVE YOU RAPID SERVICE 





ASK FOR OUR SPECIAL OFFERS! 


H. S. CHISHOLM, INC. 
737 W. 3rd St., Reno, Nevada 
Phone 2-5043, 2-1700 TWX RE-40 


SHOPS SELECTS COMMONS 
Glued Stock Cut Stock Patterns 











D. M. McCuintock LumBer Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber — Shingles 


Mill Agents for 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 





Canyon Creek Lumber Co., Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 











TANNEWITZ Oru: 


for Swing Saws 
S AV t S $30 to $50 A MONTH 
IN LUMBER AND LA “ 


30 Days Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIC 
MIC 
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R. E. Soberson to Direct Retail 
Merchandising Institute 


Ralph Randall, 
president, Re- 
serve Supply 
Co., St. Paul,, an- 
nounces that R. E. 
Saberson will join 
the Reserve or- 
ganization when 
he retires April 
1 as trade pro- 
motion manager 
of the Weyer- 
haeuser Sales 
Company. In his 
new capacity Mr. 
Saberson will di- 
rect a new Retail Merchandising ’In- 
stitute which is being established by 
the Reserve Supply Company ...a 
department which will coordinate 
the sales and promotional activities 
of the 1,450 dealer members of the 
Reserve and of the manufacturers 
who supply these dealers through the 
distributing organization. 

Mr. Randall says that plans have 
been under way for some time for 
better integration of the sales de- 
velopment activities of building prod- 
uct manufacturers and their dealers. 
It needed only the availability of Mr. 
Saberson for the launching. The new 
Institute will center its activities to- 
ward moving materials off the deal- 
er’s shelves into ultimate consump- 
tion or use. 


“R. E. Saberson is the ideal man 
to head up this activity,” said Mr. 
Randall. “Having visited literally 
thousands of retail yards in recent 
years, he is probably more intimately 
acquainted with dealer problems than 
anyone in the country. He has writ- 
ten millions of words on these sub- 
jects for various trade publications 
in the industry.” 


Bulletins announcing more detailed 
plans will be issued by the Reserve 
Supply Company: shortly after April 1. 





R. E. SABERSON 


Elected President of Grand 
Rapids Retail Dealers Assn. 


Wesley G. Jeltema, co-owner of 
the General Lumber Co., Grand Rap- 
ids, Mich., was elected president of 
the Grand Rapids Retail Lumber 
Dealers Association at the group’s 
annua! election meeting January 26. 
He succeeds Robert H. Blandford. 
_Other officers named are Ruben 
Nyenhuis, vice-president; Peter 
Brouwer, secretary; and Jack E. 
Hooker, treasurer. 


I. T. Williams Heads 
Mahogany Group 

I. 1 
Willia 
elected 
ing of 
Inc.. 
Wil! 


Williams, partner, Ichabod T. 
us & Sons, New York City, was 
president at the annual meet- 

the Mahogany Association, 
1 Chicago on January 26. Mr. 
ms succeeds Frank Fricker of 


BUILDING Propucts MERCHANDISER 


Weis - Fricker Mahogany Company, 
Pensacola, Fla. Mr. Fricker had 
served for three consecutive terms. 

Harry A. Freiberg, Jr., Freiberg 
Mahogany Company, was _ elected 
vice-president. The Freiberg Ma- 
hogany offices are in Cincinnati and 
their lumber and veneer mills in New 
Orleans are in charge of Harry A. 
Freiberg, Jr. 

Robert P. Thompson, president, 
Thompson Mahogany Company, Phil- 
adelphia, Pa., was elected treasurer 
and George N. Lamb was reelected 
secretary-manager for the 16th year. 
The association offices are in Chicago. 


Dr. Frary Honored 


Dr. Francis C. Frary, Director of 
Research, Aluminum Company of 
America, was awarded the James 
Douglas Metallurgical Medal for 1950 
by the American Institute of Mining 
and Metallurgical Engineers at their 
79th annual banquet in Hotel Statler, 
New York City. The award was pre- 
sented “for distinguished achievement 
in science and contribution to society 
by broadening the field of knowledge 
in all phases of the aluminum indus- 
try and for his notable success in di- 
recting a vast research project in this 
industry.” The James Douglas Medal 
has been awarded only four times in 
the past 10 years. 





Public Relations Handbook 
Coming 
Continued from page 48 


lic relations program could be cited 
than the recent campaign in con- 
nection with socialized medicine, 
when every member of the medical 
fraternity made himself a com- 


- mittee of one to appear before 


luncheon clubs and community or- 
ganizations of all kinds to tell the 
story of his profession, that the 
citizens of the land might properly 
evaluate the arguments pro and 
con and come to a decision as to 
what they really wanted. 

National affairs and government 
relations are obviously the No. 1 
activities of any national associa- 
tion operating in Washington. But 
both of these subjects are so tied 
up with the many problems of our 
industry in general and with the 
problems of trade promotion both 
at home and abroad that our public 
relations program must necessarily 
concern itself with the effect of 
public opinion upon all four. 
Excerpt from an address by Clyde A. Fulton, 
vice-president, National Retail Lumber Deal- 
ers Association, before state and regional 
conventions this past season. Additional 


highlights from Mr. Fulton's talk will be pub- 
lished in succeeding issues. 








ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 

All ads tor classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any ciassified advertisement. 
No agency commission or cash discount 


allowed. 
Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 


1 Time —10c per word for each insertion. 
inimum charge of 50c per line. 


3 Times —9c per word for each insertion. 
inimum charge of 45c per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 


26 Times — 7c per word for each insertion. 
inimum charge of 35c per line. 


For advertisements bearing box number count 
five extra words. There are approxiassiety 
5 words to a line and when less are specifi 
er used, regular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 














Wanted man with retail building materials 
yard a competent, aggressive sales- 
man; able to manage all phases of lumber 
yard operation. In reply give full details of 
age, marital status, experience, education, 
= Address Box Y-44, American Lumberman, 
nc. 





WANTED: Hardwood salesman to contact in- 
dustrial trade for eastern market. Address 
Box Z-41, American Lumberman, Inc. 





WANTED SALESMEN 


by large manufacturer and wholesaler of 
Yellow Pine, Hardwoods and Western Woods. 
One each for Central Indiana, Western Michi- 
an. Iowa and Missouri. Excellent opportunity 
or good producer. State age, experience, 
references. Address Box Z-24, American Lum- 
berman, Inc. 





Wanted man for position as assistant manager 
in retail building materials yard. Experience 
not necessary but desirable. In reply give 
full details of age. marital status, experience, 
education, etc. Address Box Y-45, American 
Lumberman, Inc. 





Wanted a competent and experienced man to 
take charge of an office in a small, growing, 
retail lumber concern. Ample chance for ad- 
vancement for right man. Salary $3,000 to 
$3,400, depending on experience. Address 
Box Y-73, American Lumberman. Inc. 





Wanted: Young man experienced in building 


material business. Executive position includ- 
ing supervision of sales and assist in pur- 
chasing. Excellent opportunity in growing 
community of 13,000 in North Central State. 
Address Box Y-66, American Lumberman, Inc. 


7\ 
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HELP WANTED 








Wanted: Young man for counter and sales 
promotion a old, established firm in modern. 
downtown building. Excellent opportunity. 
Eastern Michigan. Address Box Y-59, Ameri- 
can Lumberman, Inc. 





Wanted: Special Millwork man, Detailer, Bill- 
er, Estimator, knows Cost Book A. Must be 
able to take off plan and detail to Mill, North- 
ern Indiana, steady employment. Answer 
American Lumberman, Box Y-57. 





Wanted, high class flooring machinist. Plant 
located central Kentucky. Good wages and 
living conditions. Woods machinery. Address 
Box Y-78, American Lumberman, Inc. 





Help Wanted—Buyer for line yard company 
operating approximately 30 yar in Mis- 
souri and Illinois. Must have good person- 
ality: experience in both wholesale and re- 
tail operations. Prefer man about 40 years 
of age. Excellent gg for the right 
man. Address Box Z-21, American Lumber- 
man, Inc. 





Wanted—Detailer and Biller for special mill- 
work. One who can make shop drawings and 
material lists from architect’s plans. Give 
complete information regarding ability, sal- 
ary and availability when replying. Location 
Ohio. ee Box Z-22, American Lumber- 
man, Inc. 





Wanted — experienced office manager for 
hardwood department Chicago wholesaler 
and manufacturer, to handle correspondence 
on purchases, assign orders to mills, super- 
vise office. Must be aggressive, under forty- 
five years of age, capable and willing to 
accept responsibility. Give full particulars 
and references in application, to be held 
strictly confidential. Address Box Z-23, 
American Lumberman, Inc. 








SITUATIONS WANTED 








Wanted small retail lumber yard to manage 
on salary and percentage basis, 25 years ex- 
erience. Capable and trustworthy. Address 
ox Z-43, American Lumberman, Inc. 





ACCOUNTANT and experienced retail lumber- 
man desires responsible executive position. 
Honest, aggressive, competent, good habits 
with 25 years’ experience, and fully qualified 
to handle all phases. Write Box No. Z-25, 
American Lumberman, Inc. 





Retail lumberman desires change. 38 years 
old, 13 years’ experience, 9 years as man- 


ager. Prefer to locate in Central Florida.. 


Address Box Z-26, American Lumberman, Inc. 





es a Position Wanted 

Building industry graduate seeking position 
in retail yard as estimator or wholesale busi- 
ness as salesman. Majored in light con- 
struction course in college. Experience in 
retail yard as estimator and salesm&n and 
in the construction field. Excellent refer- 
ences, willing to travel. Reply Box No. Z-27, 
American Lumberman, Inc. 





; Position Wanted 

Sales Engineer—Age 30—Experienced in sales, 
research qnd wood manufacturing with fol- 
lowing in N.E. and N.Y. Industry, seeks 
representation for responsible lumber, ply- 
wood, woodworking machinery or allied for- 
est products industry. Write Box Z-28, Ameri- 
can Lumberman, Inc. 





Would like to locate with manufacturer or 
wholesaler. 4 years manager retail yard, 
drafting and estimating, college graduate, 31 
ye old. Address Box Z-29, American Lum- 
erman, Inc. 





Young married man desires position with 
possibilities of advancement in small yard. 
Five years’ experience—yard, office, collect- 
ing. References. Prefer Midwest. Address 
Box Z-30, American Lumberman, Inc. 





WHOLESALE LUMBER SALESMAN 
Located Metropolitan New York wishes to 
make connection with West Coast manufac- 
turer or established wholesaler. Address Box 
No. Y-60, American Lumberman, Inc. 





A-1 Band Filer available. Sober. Wages 
straight time. Satisfaction guaranteed. Ad- 
dress Box Y-75, American Lumberman, Inc. 
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SALES REPRESENTATION 
AVAILABLE 


LUMBER & DIMENSION 
WANTED 








Experienced lumberman going to Nether- 
lands, Belgium, France, Germany, in April, 
can execute your commissions. Write Box 
Z-20, American Lumberman, 175 Fifth Ave.. 
New York 10, N. Y. 


Wholesale _ distributor souemy organized, 
covering Metropolitan New York area. seeks 
suppliers of all types Millwork. Mouldings 
and Plywood. Producers who realize current 
shortages are temporary and desire perma- 
nent outlet in this market are invited to 
write to Box Z-37, American Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 


Factory Representatives wanted by manufac- 
turer of garage door and special hardware in 
eastern Iowa, Northern two-thirds of Illinois 
and Northwestern Ohio. Must have good fol- 
lowing among lumber dealers. Twin City 
Manufacturing Co., Inc., Sterling. Illinois. 


Established distributor of builders hardware 
specialties desires sales representative now 
calling on lumber and building supply dealers 
in Ohio. Liberal commissions. ddress Box 
Z-40, American Lumberman, Inc. 


DOOR HARDWARE 
MAGIC MIRROR DOOR DETECTIVE 

Exclusive territories available for representa- 
tives or sales organizations now calling on 
the building trade, to — our nationally 
advertised product, one of the most modern 
and ia | salable door peep-holes on the 
market. High Comm. .Write for details stat- 
ing exact territory desired. President Magic 
Mirror Associates, Inc., 27 E. 22nd Street. 
New York 10, N. Y. 


























Manufacturers Agents Wanted 
To sell nationally known Zegers Dura-seal 
Combination Metal Weatherstrip-Sash Balance 
to millwork manufacturers, sash and door 
jobbers and prefabricators of homes. Ex- 
tensive national advertising and direct mail 
support.. Write Zegers Incorporated, 8 
South Chicago Ave., Chicago 17, Ill. 


QUOTATIONS WANTED 
Wholesale and retail 
Lumber Yard wants quota- 
tion on carload and truck 
load lots of rough also 
finished lumber. ER 
LUMBER CO., Route 2, Box 526, 
Milwaukee 15, Wis. 


Wanted—Round and Sawn yellow locus, 
Penna. Lumber & Post Co., Cumberland, 
Maryland. 








WANTED: Financially strong eastern whole. 
saler of weg | experience requires regulq 
shipments of Southern Yellow Pine Yard and 
Shed Stock. Idaho White Pine and mixed 
species. Ponderosa and Sugar Pine. Douglas 
Fir and allied species. Send us your stock 
and price lists. Address Box Y-28, America 
Lumberman, Inc. 





DOORS WANTED! 
CARLOAD QUANTITIES 

FLUSH DOORS—Paint & Stain 

PANEL DOORS—All Grades 

EXTERIOR DOORS 
By Eastern Mill Representatives and Whole. 
sale Distributors. pen-to-buy 8 to 10 Cas 
per month Mill basis only. Also interested 
other millwork products made _ right-priced 
right. Send complete information to Box Y-5, 
American Lumberman, Inc. 


BUSINESSES WANTED 


Wanted to buy small lumber yard in south- 
west. Must be located in growing com- 
munity. Address Box Z-33, American Lumber 
man, Inc. 


TIMBER & TIMBER LAND 
WANTED 


If you want to sell your timber or mill it 
may be to your advantage to contact: E. M 
Huffman, Broker, Box 563, Huntington, W. Va. 
































USED MACHINERY WANTED 


Wanted — 4-way Planer and Resaw. Holzer 
ae Co., Route 2, Box 526, Milwaukee 15, 
is. 











Wanted: Flooring Unit, 504 or similar with 
End Matchers. Also planer and matcher. 


Alamo Manufacturers 
P.O. Box 2202 San Antonio, Texas 








WANTED TO BUY — 
MISCELLANEOUS 








RAILS WANTED 
Any ge my! tonnage 
W. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 


STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 








Small Wood-Working Plant, equipped to man- 
ufacture and finish high-grade cabinet work. 
Prefer small town, north-central part of coun- 
we. Address Box Y-72, American Lumberman, 
ne. 





WANTED TO BUY 
Used Prefabricated Building 40’'x 100’ or 
larger for erection Franklin my New 
York. Address Box Z-32, American Lumber- 
man, Inc. 


LUMBER & DIMENSION | 
WANTED 


WANTED—Regular source for 6/4 S2S #2&Btr. 
Dry Sitka Spruce, White or Engleman Spruce 
or Lodgepole pine. Carload lots. Address 
Box Y-70, American Lumberman, Inc. 

















Wanted: Carloads of soft textured lumber, 
cut in lengths from 3 ft. to 6 ft., having 
widths 2’ to 4°’ wide. Write for complete 
specifications. Cavaler Spring Co., Inc., 670 
enry St., Detroit, Michigan. 


LUMBER & DIMENSION 
FOR SALE 








THE BUCHANAN LUMBER 
COMPANY 


CUMBERLAND, MD. 
Manufacturers 


of 
Millwork of Superior Quality 
from 
Appalachian Hardwoods and All 
Species of Softwoods 


Quick Service 
CL or LCL Shipments. 


Special Cut-to-length Mouldings 
and Trim Stair Treads and Railing 
—Plank Flooring—Wall Paneling— 
Door Sills—Thresholds. 


Special Windows, Doors, and 
Frames for Schools, Homes, and 
Industrial Buildings. 





CL 6/4x4 ADYP No. 2&btr S4SorR/S $50-58 
CL 6/4x6 ADYP No. 2&btr S4SorR/S 65-68 
CL 6/4x8 ADYP No. 2&btr S4SorR/S _ 66-68 
CL 6/4x4&Wdr ADYP C&Btr Rgh/Dr AST 120 
CL 6/4x4&Wdr ADYP C&Btr Rgh/Dr SND 
CL 4/4x4&Wdr ADYP C&Btr Rgh/Dr 


MdnStn 
1 CL 4/4x4&Wdr KDYP C&Btr Rgh/Dr __ 18 
FOB MILL, 2%: FLEMING LUMBER CO. 
COLUMBUS, GA. 


1 
1 
1 
2 
1 
1 





FOR SALE N 

MOULDING AND SELECT GRADES PON 
DEROSA PINE LUMBER for millwork trade. 
Stock air-dried to average approximately 
and classification based on WPA rulings. We 
sell only car load and trailer lots from ou 
warehouse in Laredo. We solicit inquine 

: R. G. — 

mporter—Exporter 
309 Sames-Moore Bldg. Laredo, Texas 


March 25, 1950, AMERICAN LUMBERMAN & 





